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Get Ready for 
Thanksgiving 
Business 


a: O much has 
we been written in 
1, prose and verse 

“eet. about the festi- 

y. val of Thanks- 

giving, and 

about the men 
and women who 

» first observed 

» the day in the 

‘ wilderness of 

New England in 

1621, that it has 

come to be almost generally accepted 

as a national holiday, which has al- 

Ways been and always will be ob- 

served in the United States. 
Thanksgiving was observed after 

the first harvest had been gathered 
by the New England Pilgrims in 

1621. During the Revolution it was 

introduced into some of the other 

colonies outside of New England, but 





it was not until 1863 that it was pro- 
claimed as a national holiday by 
President Lincoln. It is a holiday 
only by virtue of public acceptance 
of the proclamation of the President 
and the governors of the several 
States who urge the setting aside of 
the fourth Thursday of November 
for public worship. It is not, how- 
ever, a legal holiday ordained by act 
of Congress. 

We realize, of course, that these 
facts have no direct bearing on 
hardware sales, although there was 
a window trimmer once who in- 
sisted, in a Thanksgiving window 
trim, that Congress had ordered 
everybody to emulate the practice 
of the Pilgrims and devote the last 
Thursday of November to public 
worship. 

Most Thanksgiving window dis- 
plays are centered around the proud 
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When cider in stout wicker flasks 
Grows harder in the cellar bin; 
When crops have all been gath- 


ered in, 
And urchins wear their comic masks, 
And toot their painted horns of 


tin, 
And move the rafters with their 


din, 
The season of the feast has come, 
Though birds can scarcely find a 


crumb 

So, when you feast and thank the 
Lord, : 

Give them what crumbs you can af- 
ford. —C. D. 


and haughty turkey. The displays 
illustrated on these pages are ad- 
mirable examples of appropriate 
Thanksgiving windows. Cutlery and 
kitchen utensils of every description 
are not only suitable for Thanks- 
giving trims, but lend themselves 
with peculiar effectiveness to dis- 
plays of real artistic value. 

Some dealers have even gone so 
far as to put a table in their windows 
and place upon it the necessary linen, 
flat ware, dishes, glasses and other 
essentials to a well appointed board 
set of the Thanksgiving banquet. 

A copy of the president’s Thanks- 
giving proclamation hand lettered on 
a scroll of cardboard and placed in 
the center of the window, surrounded 
by kitchen cutlery, carving sets, food 
choppers, silver-plated” ware and 
other suitable articles would probably 
attract a great deal of attention. 
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People would be tempted to stop and 
read the proclamation and the mer- 
chandise in the window would re- 
ceive special attention. 

Live turkeys in the window would 
surely compel attention, and they 
would also enable a clever show card 
artist to put some interesting signs 
up about how the turkey could be 
obtained by customers. 

A window fitted up to resemble a 
kitchen could be arranged without 
much difficulty. A woman in the 
window showing the use of fireless 
cookers, small stoves, electric grills, 
toasters, percolators, and various 
kitchen utensils would be a big at- 
traction in any community. 

A sign in the window inviting 
passers-by to “Come in and try some 
of our freshed baked bread and muf- 
fins,” or “Come in and ask ‘Granny’ 
Smith for a piece of her Thanksgiv- 
ing cake,” or “Try one of ‘Granny’ 
Smith’s old fashioned sugar cookies, 
baked in the window.” Have the in- 
terior of the store appropriately dec- 
orated for Thanksgiving, and have 
the products of “Granny” Smith’s 
culinary skill a little to the rear of 
the store so that customers or pros- 
pective customers would have to pass 
alongside of tables on which knives, 
kitchen utensils and numerous small 
articles were arranged and price 
tagged from 5 to 25 cents. 

After a man or a woman had re- 
ceived a cookie or a piece of cake 
they would linger a little in the store 
before going out into the street. 
Consequently their eyes would in- 
voluntarily fall on the 5, 10 and 15 
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cent tables. The temptation to make 
a small purchase would be aroused 
or could be stirred by a salesman or 
saleswoman making a few tactful 
and adroit suggestions. Try it out. 
It’ll actually work even better than 
it sounds. 











This story is full of Thanks- 
giving sale suggestions. The 
holiday itself will soon be 
so why not absorb 
of these ideas and 
use of them? They 
sales and profits to 


here, 
some 
make 
mean 
you. 








Referring again to the two win- 
dow displays illustrated on these 
pages, the one showing the assort- 
ment of electric appliances, perco- 
lators, chafing dishes, trays, carving 
sets and silver plated ware, with 
back panels of beaver board upon 
which maple leaves are mounted, it 
is the type of a display that would 
attract attention in any community 
where it were shown. It was shown 
by Ludlow & Squier, Newark, N. J., 
and was trimmed by William Mor- 
row, the advertising manager and 
display artist of the firm. Mr. Mor- 
row usually connects his window dis- 
plays and newspaper advertising 
together, and during the time that a 


Thanksgiving display of Ludlow & Squier, Ne 
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special display is in the Ludlow & 
Squier windows the store salesmen 
give the line or lines on display 
special attention. 

The other display in which the 
stuffed turkey is surrounded by carv- 
ing sets, butcher knives, kitchen 
cutlery and food choppers was shown 
in the window of Banister & Pollard 
Co., also of Newark, N. J. The 
display was arranged by Charles 
Conover, whose displays have fre- 
quently appeared in these pages be- 
cause of their originality and effec- 
tiveness. Mr. Conover in all of his 
displays uses display cards to good 
advantage. It is also the policy of 
the firm to price tag every article 
that is shown in the window, on the 
theory that it establishes confidence, 
supplies the information that every 
prospective customer is most vitally 
interested in, and saves time for cus- 
tomers and salesmen. 

One of the advantages of a 
Thanksgiving sale and of the 
Thanksgiving display, that is seldom 
considered, is the psychological effect 
it has on the public in the matter of 
arousing holiday buying interest. A 
concentrated or discreetly assorted 
display of holiday merchandise 
shown around Thanksgiving un- 
doubtedly influences and _ possibly 
quickens the public’s buying instinct. 
The extent of this influence would, 
in all probability be difficult to de- 
termine, but that it exercises some 
influence for good or evil for the 
merchant and for the goods he sells, 
comparatively few of us would have 
the hardihood to dispute. 


Cutlery, silverware, dishes 


and percolators are emphasized in this 
wark, N. J. 











November 16, 1922 





HARDWARE AGE 


The Banister € Pollard 

Co., also of Newark, uses 

Thanksgiving for an in- 
spiration in cutlery 








It is important, therefore, that a 
fair amount of forethought and de- 
liberation should be used in planning 
and executing the Thanksgiving dis- 
play. The displays mentioned above 
are, of course, merely suggestions, 
but we believe there is a germ of 


A 


FEW days ago a representa- 
DD sive of HARDWARE AGE was 
talking to a friend who is doing 
a small job of painting around his 


home. This friend was very enthu- 
siastic over the paint he was using. 
“You know,” he said, “there was 
hardly any sediment in the can. It 
was no job at all to stir it up, and it 
looks fresh and good. I noticed it 
particularly because the last time I 
bought a can of paint it was half full 
of sediment that I couldn’t seem to 
get stirred up.” 

“Where did you buy it?” the editor 
queried. The friend gave the name 
of a local hardware dealer, known to 
be of the progressive type. The edi- 
tor decided that there was a story 
Somewhere in the incident, so he 
dropped in on the merchant that 
afternoon. “I was talking with Mr. 
Halford this morning,’ he began, 
“and he gave your paint a real boost; 


possibility in all of them if they are 
liberally considered. The different, 
the unusual and the odd, especially in 
the matter of display, attracts atten- 
tion, at times and in places where 
the conventional display merely re- 
receives a casual glance. 


And so, in conclusion, we wi 
quote an old friend who always a 
at this time of the year, “Though 
it may sound a little old fashioned 
and out of place, it helps my peace 
of mind to wish a happy Thanksgiv- 
ing to you all.” 


System That Sells Paint 


said it was the first can he ever 
bought that mixed up easily and was 
easy to use.” 

“That’s nothing new,” replied the 
merchant. “We hear that every day. 
Of course we try to keep our stock 
fresh and up-to-date, but I think the 
whole thing hinges on our care of 
stock. We have the paint cans 
turned once a week, and the boys 
have orders to shake each can well 
before turning. This is the system 
we use,” he continued. “Every Sat- 
urday just before we close the store, 
all the paint is taken off the shelves, 
each can is shaken thoroughly and 
turned bottom side up on tables on 
the counters. The first thing Mon- 
day morning it is given another 
‘shake’ and placed right side up on 
the shelves again. As a result our 
paint is always well mixed and fresh 
looking.” 

“Isn’t it quite a job?” the editor 


queried. “As a matter of fact, it 
isn’t,” he answered. “We have four 
clerks, and it only takes them a few 
minutes to do the job. ‘Also it is part 
of the regular routine and nobody 
objects.” “Wouldn’t it be equally as 
well to let the cans stand on the bot- 
tom one week, and on the top the 
next?” the editor questioned. “No,” 
said the merchant. “We talked that 
over in our store meeting, and the 
boys all agreed that the stock would 
look disorderly if the cans were re- 
versed, and the labels upside down. 
Our present method solves the prob- 
lem. Also it makes certain that the: 
paint stock is dusted and nicely ar- 
ranged on the shelves every week. In 
addition it gives all the boys a check 
on the stock, and calls attention to 
slow movers. We think it’s a real: 
winner.” 

From what his customers say, we 
are inclined to agree with him. 
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Fall Opportunities in Fireplace Fixtures 


moon and an open fireplace. 

They prefer the former for 
the warmer nights of late spring and 
summer and the latter for the long 
evenings between late October and 
early April. The moon does not 
offer the hardware merchant much 
hope for business, but the fireplace 
opens up a broad channel of sales 
opportunity. 

A few years ago the open fireplace 
was, generally speaking, to be found 
only in the homes of the wealthy. 
It was considered a luxury in all but 
old fashioned farmhouses and in 
these it was regarded as a relic of 
ancient days. To-day every home- 
builder demands at least one open 
hearth in the home he plans to build. 
The architects know that fireplaces 
are as much a part of the modern 
home as the necessary windows, 
doors and stairs. The open hearth 
has carved such a warm spot in the 
hearts of the majority of folks that 
even the advanced model apartment 
house provides, in the living room at 
least, an open fireplace. 

Some housekeepers who would like 
the open fire as a family gathering 
place have held off, often because of 
the dust and ashes they often have 
to clean up. This has undoubtedly 
stimulated the sale of gas logs. 

This objection to the wood fire, 
however, can easily be overcome by 


Oe coved folk long for a full 


the use of wire screens set off with 
attractive andirons, Even those who 
use the gas logs often have irons and 
the usual set of shovel, tongs and 
poker supported by a rack. Many 
people also keep a fire pot for local 
color as well as for practical use. A 
fire grid or frame built like an out 
door stove helps keep the home clean 
and adds greatly to the romantic ap- 
pearance of the fireplace. 


A Comprehensive’ Line 


Fireplace equipment may be had 
in numerous designs and as many 
finishes. A pair of bellows should 
always be included in the purchase. 
These ‘are also offered in different 
models to suit varied tastes. The 
dealer in selling ‘this class of goods 
must remember that his advice on 
quality will be wanted but the final 
selection will depend largely on the 
personal tastes of the individual pur- 
chaser who may have a preference 
for either brass, wrought iron or 
cast iron. It will, therefore, be well 
to carry a fairly varied line. Where 
space is small and the dealer feels 
it necessary to limit his fireplace 
equipment stock to some extent, he 
should carry complete literature on 
the line so that if the samples car- 
ried in stock do not meet with the 
approval of the customer he can 
make his selections from the cata- 
logs. 


The catalog sales method however 
is never as effective as a display of 
the goods themselves. Show a pro- 
spective customer the actual sample 
and he is impressed. He can easily 
imagine the adaptability of that par- 
ticular set to his own living room. 
He sees definitely the pattern, the 
tone and quality of the finish. These 
points are probably the most impor- 
tant in the sale of this line. 

Attractive window displays can 
always be made with fireplace equip- 
ment. Fowler & Sellars, White 
Plains, N. Y., recently ran the win- 
dow display shown on this page. It 
has an undeniable appeal to the per- 
son with a fireplace at home. The 
window commands interest that de- 
velops into sales. Very wisely this 
display in White Plains includes 
floor lamps, in different styles and 
colors. 

The thought in this combination 
of goods is very obvious. The pres- 
ent time is the beginning of the big 
indoor season. As such it offers the 
greatest sales opportunity for the 
things that make the home more 
comfortable. Surely fireplace equip- 
ment and good-looking floor lamps 
help to accomplish this result. They 
will, if properly selected, make the 
home more attractive to every mem- 
ber of the family. Incidentally they 
will bring profits to the hardware 
merchant. 














November 16, 1922 


HARDWARE AGE 





57 


How the Hardware Dealer Can Sell More 
Paint and Varnish 


Knowledge of Your Customers’ Needs and the 
Stock You Carry Essential 


OT long ago I had occasion to 
| \ inspect replies from a ques- 

tionnaire sent to over 200 
hardware dealers in New Jersey and 
eastern New York. One of the ques- 
tions asked was, “What is the ratio 
of your paint and varnish sales to 
the rest of your business?” The re- 
plies ran all the way from 10 per 
cent to 50 per cent and this range 
would seem to be significant at this 
time when we are discussing the 
topic, “How Can the Hardware 
Dealer Sell More Paint and Var- 
nish?” 

Before taking up this topic specifi- 
cally, let us consider for a moment 
the paint and varnish industry and 
its direct bearing on and application 
to the hardware dealer. The paint 
and varnish industry is only in its 
infancy. A definite goal has been 
set to double the industry by 1926 
and to achieve this goal the vast 
amount of potential orders for paint 
and varnish must be realized. 

Last year approximately $200,- 





(An address at the Meadville, Pa., meet- 
ing of the Pennsylvania and Atlantic Sea- 
board Hardware Association.) 





By NELSON M. Gross. 


000,000 worth of paint and varnish 
were sold in the United States. This 
represents approximately only 25 
per cent of the volume that might be 
realized were property properly pro- 
tected. Applied to your own store, 
it means that for every five of your 
customers there are fifteen others 
not yet sold on the economic value 
of paint and varnish. New construc- 
tion is responsible for only 25 per 
cent of the normal consumption of 
paints and varnish. The remaining 
75 per cent goes for the re-painting 
and re-varnishing of surfaces to re- 
move the effects of wear and ex- 
posure and prevent deterioration. It 
is on the endeavor to enlarge the 
latter field of consumption that our 
energies should be directed, for it is 
this broader aspect of the industry 
that all of us manufacturers, jobbers 
and dealers must appreciate if we 
are to realize the goal we have set 
for ourselves. It is a question of 
enlarging the size of the pie, rather 
than fighting for the same piece. 
The “Save the Surface” campaign 
is now finishing its fourth year. Dur- 
ing that time it has conceived and 





launched a great advertising and 
educational campaign that is rapidly 
breaking down any obstacles that 
may have existed in the way of 
greater use of paint and varnish, and 
is creating in the public mind a 
realization of the economic features 
of paint and varnish—for up to quite 
recently paint and varnish were 
luxuries — beautifiers — rather than 
the economic necessities they are 
now realized to be. The value of this 
campaign to all of us interested in 
the manufacture and sale of paints 
and varnishes is immense; the slogan 
itself—“‘Save the surface and you 
save all’—is, from an advertising 
standpoint alone, one of the most 
valuable slogans now in use. 

You undoubtedly appreciate the 
value of the “Save the Surface” 
movement, but what you are perhaps 
more interested in is how it is going 
to help you sell more paint and var- 
nish and how you, yourselves, can 
best act to sell more paint and var- 
nish. The place to start is with your- 
selves and with your own store: If 
you really believe in the greater use 
of paint and varnish, it is only con- 
















































































‘e UT your paint 

and varnish 
stock up near the 
front of the store 
where it can be 
seen.”” 





ra eh 


A blind man could 
hardly miss the 
paint and varnish 
display in the 
Brown - Rogers Co. 
store at Winston- 
Salem, N. C. For 
neatness of ar- 
rangement and 
handiness it is as 
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attractive as it is 
Py economical. The 
= counter with the 





heavy cans of paint 
underneath it is a 
time and space 
saver of practical 
value. 
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sistent that the outside and inside 
of your store should represent what 
you believe. It is often effective to 
paint the outside with some distinc- 
tive color so that your store stands 
out and is remembered for its at- 
tractive appearance. No less im- 
portant is the inside of your store, 
the walls of which should be painted 
a color that is pleasing to the eye 
and is inviting to the women cus- 
tomers, who often contribute the bulk 
of your sales. 

The reduction of your stocks is a 
point which deserves serious con- 
sideration. Most stores that I have 
been in carry anywhere from two to 
five lines of varnish stain, for ex- 
ample. This not only means eco- 
nomic waste and too large an in- 
vestment, but also makes it impos- 
sible for you or your clerks to know 
what is exactly in stock. If I were 
to advise, I would say, get a good 
line; carry complete stocks of it and 
stick to it. It would be impossible 
to carry everything that customers 
ask for. What you can do is to carry 
adequate stocks of the line you de- 
cide to push in addition to certain 
specialties that can be stocked profit- 
ably even at the risk of duplication, 
and then really push it. 


Feature Paint Up in Front 


One of the next things to do is to 
put your paint and varnish stock up 
near the front of the store where it 
can be seen. People take it for 
granted that you handle nails and 
hardware, stoves, tools, etc., and they 
are sold on the necessity for buying 
many of these articles before they 
come into the store. In my judg- 
ment, there is no line that you 
handle that has the possibilities that 
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your paint and varnish line has. 
Give it, therefore, the position of 
prominence it deserves. Put paint 
and varnish at the front, for what 
other line that you carry represents 
a potential market four times as 
large as that at present being ex- 
ploited? 

Having decided on one line of 
paint, varnish, enamel, etc., and hav- 
ing a sufficient stock of it on hand, 
the next most important thing to do 
is to know your line and to give the 
time necessary to educate your 
clerks so that they may be real paint 
and varnish salesmen instead of 
“figure heads.” In this you should 
call on the manufacturer and the 
manufacturer’s representative. The 
manufacturer’s representative is 
generally glad to help with sug- 
gestions of a practical nature; dress- 
ing your window, arranging your 
shelves attractively, etc. Capitalize 
on this willingness and you will be a 
long way on the road to greater sales. 
Should your manufacturer be unable 
or unwilling to supply this co-oper- 
ation, these dealer helps and sales 
assistance, then I believe it is high 
time to look for a source of supply 
and line that will. 

Get out of your store more; be- 
come familiar with your neighbors 
and business acquaintances, so that 
they know that you are in the paint 
and varnish business and will call on 
you for their requirements. 


Know Your Neighbor’s Needs 


Learn to know your town and its 
needs. I have heard of some dealers 
who have secured a map of their 
town and have put pins on the prop- 
erty needing paint and varnish. As 
fast as this need was supplied, they 
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removed the pin and in this way 
kept a check on any possible sales. 

The telephone can be utilized to 
good advantage for calling up people 
you know and even names taken at 
random in the directory. The aver- 
age sales you will make by this 
means is unusually large. Advertis- 
ing signs and local newspaper adver- 
tising are, of course, always effective 
and are good investments. 

Most manufacturers are only too 
glad to write promotion letters to 
lists of prospects that you supply 
and it is surprising how few dealers 
avail themselves of the opportunity 
to furnish these lists of promotion 
purposes by the manufacturer. 

In order to sell paint and varnish 
all the year round conduct a special 
drive on house paint, floor paint, 
etc., during the spring and summer 
months; push flat wall paint, stains, 
interior finishes, etc., when the cold 
weather comes around, and between 
these drives, put special effort on 
certain specialties for which there is 
special seasonal demand. In this 
way the valleys and peaks can be 
avoided and a steady flow of sales 
assured. 

Remember that you have back of 
you the greatest advertising and 
educational movement now in exist- 
ence—tie up with this movement 
and make the “Save the Surface” 
campaign a real asset to your own 
particular business. Be selfish about 
it if you like, but be determined to 
get the most out of the hundreds of 
thousands of dollars that are 
annually being spent to put across 
the “Save the Surface” campaign. 

Some idea of the nation-wide scope 
of the “Save the Surface” campaign 
may be gained by noting the extent 


6é HE use of paint and 
varnish is an eco- 
nomic necessity.” 


Smith & Winchester, a 
pioneer hardware concern 
at Jackson, Mich., have 
not permitted their paint 
sales to drop behind be- 
cause of high labor costs. 
They have helped their 
customers do their own 
painting jobs and have 
thus kept paint stocks 
moving. The use of the 
odd space on the stairway 
is worth close study. 
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ah aaa is no line that you handle that has the possibilities that your paint and varnish line™ has.” 
This view of the paint and varnish department of the Philip Gross Hardware Co., 
Note the attractive display on the table and the tiers of paint and varnish at the back. 


possibilities. 
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plain figures and competent salesmen have charge. 


Cr 





of the advertising campaign which 
they annually conduct. I am going 
to take a moment to describe some 
of the other works it is doing. The 
“Save the Surface” committee has 
nothing to sell. It is solely con- 
cerned with popularizing the eonvic- 
tion that the use of paint and varnish 
is an economic necessity. To in- 
dividual. manufacturers is left the 
task of proving that their products 
meet that necessity and to individual 
painters that they are qualified to 
apply those products. 

It supplies for the asking window 
streamers and window transpar- 
encies, which link you up with the 
movement, tieing up your store win- 
dows with its national advertising. 


Some Window 


HERE is nothing that will pay 
as large dividends as good win- 
dow displays. They not only attract 
the attention of people who pass the 
store but they bring them in and 
put them in a mood to buy wha* they 
saw displayed in the window. What 
more could any hardware merchant 
want than that? The live hardware 
merchant will always be on the look- 
out for new ideas that he can use in 
his window. Here are some that can 
be made to ring the cash register 
a bit faster than it is now being 
rung. 
Thanksgiving will soon be here. 
That should mean an excellent op- 


Calendars suitable for mailing pur- 
poses, illustrating buildings of na- 
tional importance that have been 
saved for posterity by the use of 
paint and varnish, with your name 
on them, are available at the cost of 
$7.50 per hundred. Cuts of the 
slogan itself and the trade mark are 
also procurable at cost and are used 
by most of the manufacturers and 
many jobbers and dealers as well 
on their letterheads. I would sug- 
gest that the next time you have 
occasion to order any writing paper 
that you secure one of these cuts 
from the headquarters at Philadel- 
phia. These cuts are also suitable 
for use in newspaper advertising, 
where they are particularly effective. 


Milwaukee,. Wis., shows some of these 


Everything is priced in 


In addition to the national pub- 
licity sponsored by the campaign 
headquarters, the committee encour- 
ages the formation of local paint 
clubs, organized for the purpose of 
conducting local “Save the Surface” 
movements. Such campaigns were 
conducted with great tangible sales 
results in many cities and towns this 
past spring. 

I could go on at considerably 
greater length, discussing the direct 
application of the “Save the Surface” 
movements to your own store, but 
will feel satisfied if I have succeeded 
in suggesting any new thoughts rela- 
tive to your own individual busi- 
nesses which will help you to sell 
more paint and varnish. 


Display Ideas for Hardware Merchants 


portunity to feature merchandise 
used at that season of the year. For 
instance the floor of the window 
could be covered with straw and 
some pumpkins scattered around the 
window to give it the proper atmos- 
phere. A scarecrow could be made 
out of an old suit by stuffing it with 
straw and letting the straw hang out 
at the sleeves and at the coat collar. 

Such articles as fireless cookers, 
pots and pans and such other things 
that sell well around Thanksgiving 
and the holiday season could be dis- 
played in the rest of the window in 
about the usual way. 

A large sign could be made and 


either suspended from the ceiling of 
the window or else placed well to the 
front so that it can easily be seen 
by all from the front of the window. 
It could have this poem neatly let- 
tered on it: 


“With the folks a-turnin’ homewards 

For the gatherin’ of the clan, 

There’s a golden chance to celebrate” 

Says the Scarecrow Man. 

“With the turkey cleaned and sea- 
soned 

And a fireless cooker close at hand 

There’s a real Thanksgivin’ for you,” 

Says the Scarecrow Man. 
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China, Glass and Earthenware Aid Sales 


These articles 
are good for 
holidays and 
all other days 


THANKSGIVING turkey with 
A all the fixings—on a cracked 
platter. 

The idea is almost humorous, for 
what housewife would willingly treat 
his royal birdship in so cavalier a 
fashion? 

Thanksgiving is more than a mere 
holiday to the housewife. It’s a day 
of feasting and an occasion that is 
looked forward to and prepared for 
days in advance. It’s an occasion 
when the housewife’s culinary skill 
is put to the test. On this day every- 
thing must be of the best. If her 
serving dishes and her cooking 
utensils are cracked or chipped, it is 
only because she has not the means 
of remedying this condition. 

Thanksgiving is a time when the 
restraining economies of every-day 
existence are forgotten. It is a time 
when the dinner service and the 
kitchen utensils that were in their 
glory the preceding Thanksgiving 
resign their places on the kitchen and 
pantry shelves to the newcomers— 
for none but the best is good enough. 

That she will buy that set of dishes 
and some earthenware cooking uten- 
sils and glassware in addition is a 
foregone conclusion. But the ques- 
tion is whether she will buy them 
from your store or from the place 
across the street. That there is an 
excellent profit in these articles is 


in Other Lines 


evidenced by the fact that more and 
more hardware merchants are taking 
on a stock of china, glass and 
earthenware, and by the fact that 
their assortments grow steadily in 
extent and variety. 

China and glassware dining room 
pieces are easily broken and must 
be frequently renewed. In the sale 
of a complete set of dishes there is a 
decidedly substantial profit, and in 
the replacement of the ihdividual 
dishes in open stock patterns there is 
also a profit. 

Dishes are also leaders to in- 
numerable other sales. When a wo- 
man, for example, comes in to re- 
place a dish that she has broken, it 
is very apt to occur to her that while 
she is about it she might just as 
well buy a few other necessary arti- 
cles for her dining-room or kitchen. 

M. Wender, of Yonkers, N. Y., one 
of whose windows illustrate our 
story, discovered this important fact 
long ago. An idea of the china and 
glassware stock carried by Mr. 
Wender is suggested by our illustra- 
tion, but an idea of its extent and 
variety is only to be gained by an ac- 
tual inspection of this department in 
his store. Mr. Wender is, of course, 
a booster for glass, china and earth- 
enware—but let him speak for him- 
self : 

“We are anticipating a very profit- 


Profits to be 
found in re- 
placing the 
broken items 


able business in china, glassware and 
crockery during the day imme- 
diately preceding Thanksgiving. A 
turkey, apparently, tastes a lot bet- 
ter when it is served on an attractive 
new dinner set, and we have found in 
the past that our women customers 
always purchase liberally in anticipa- 
tion of this event. 

“We have also found that the 
profits to be derived from carrying 
this line, while entirely satisfactory 
in themselves, are not the only ad- 
vantages of this department. Wo- 
men coming in, for example, to piece 
out the sets they have previously 
bought from us, frequently pur- 
chase additional articles of housefur- 
nishing or hardware, and in this 
way the value of the line is greatly 
increased. We always figure that 
when a woman buys a set of dishes 
we shall see her again because in the 
nature of things the units in her set 
must be broken from time to time. 

“The idea of women and tools, is 
not as a rule associated, but we have 
frequentiy found that a woman com- 
ing in for an earthenware dish or 
some other article will frequently buy 
a tool, the need of which she had 
probably felt at different times in 
her work, but not with sufficient 
force to cause her to visit a hardware 
store with the express purpose of 
making this purchase.” 
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This is the way 
J. C. Gabree, South- 
bridge, Mass., dis- 
plays his acces- 
sories 


who carries accessories what 

he thinks of them and the 
answer will be invariably that they 
are among his best profit-makers. 
Although the opinion regarding 
their value is practically unanimous, 
there is a wide diversity in the 
methods used by representative mer- 
chants in pushing this line to the 
best advantage. 

Asked to express his impressions 
on the distribution of auto accesso- 
ries through the retail hardware 
trade, Robert H. Russell of J. Russell 
& Co., Holyoke, Mass., writes in 
part: 

“The idea seems prevalent that the 
automobile accessory business is sea- 
sonal, and that it has its off years. 
The figures of our own business show 
that during such a disastrous year 
as 1921, we were able to do an ex- 
ceptionally fine volume of business 
at a spread of only 114 per cent less 
than during 1920, and with a very 
good turnover. What is true of 
years is largely true of seasons, and 
we find our accessory business holds 


A SK any hardware merchant 
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Proper Supervision Brings Profits in 
Auto Accessories 


good throughout the year with no 
decided slumps. 


Let Your Stock Grow 


“We believe that the best results 
will be obtained if a dealer will start 
in with a small stock of the more 
staple accessories, and then let it 
grow normally. This plan will avoid 
the scrapping of lines at a later date. 

“The automobile accessory busi- 
ness is still very much of a specialty, 
and we believe the best results will 
be obtained if it is run as a dis- 
tinctly separate department. This 
will result in the accessory manager 
feeling a deeper sense of responsi- 
bility and offering the customers a 
better understanding of their needs. 
If the dealer’s business does not 
warrant the entire attention of one 
man, we believe it will be a good 
policy to make one of the store sales- 
men manager of this department, 
and make him feel that its success 
is up to him. In other words, the 
auto accessory business will not run 
itself, but with proper supervision 
it will be a banner department. 
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Suggestions 
for Selling 
This Line 
from Well 
Known 
Retailers 


















“An analysis of our business 
shows that an increasing number of 
our sales are due to the purchases 
of the car owner, who seems to be 
getting away from the garage and 
repair shop. 

“We believe that the tendency of 
the car owner to do.his own work 
is going to have a far-reaching effect 
on the growth of the accessory busi- 
ness, and its closely allied machin- 
ist’s tool line. It takes a very 
complete kit of tools to do auto 
repair work, and the tool business 
is going to be stimulated by the in- 
crease of repair units. We are 
keenly alive to this new phase of the 
business, and believe it a strong 
argument in favor of auto accesso- 
ries to hold the trade of the public, 
who have been accustomed to going 
to the hardware store. 

“We cannot help but feel that the 
hardware store is the logical place 
to buy auto accessories and _ its 
kindred lines. We feel also that this 
business has its best years ahead of 
it and that the hardware dealer can- 
not afford to overlook it.” 
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Mr. Russell’s letter certainly 
covers the situation and gives the 
hardware retailer some important 
points to. remember. Even the 
smaller dealer can follow his advice 
and thus inerease the size of his 
business. 


A 50 Per Cent Increase 


Another Massachusetts hardware 
man, Harry Simons, tells us that his 
company, the S. Simons Hardware 
Co., was established in Boston in 
1884. This firm took on auto ac- 
cessories four years ago and Mr. 
Simons says that it increased busi- 
ness 50 per cent. The accessory de- 
partment is in charge of Louis Katz 
and is run separately much in the 


This shows the auto accessory department of J. Russell & Co., Holyoke, Mass. 


no confusion. That’s because there is a place for everything 


fashion suggested by Mr. Russell. 
Mr. Simons further says that the 
business now runs about 50 per cent 
auto accessories and 50 per cent 
general hardware. 
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Surely this is a good argument in 
favor of the separate and complete 
auto accessory department in the re- 
tail hardware store. 

Think over the things that Mr. 
Russell said in reference to the car 
owner showing a tendency to do his 
own repair work, meaning that the 
motorists are offering a dealer the 
opportunity to sell them many dol- 
lars worth of tools and replacement 
parts. At this time of the year the 
dealer may well afford to push with 
extra aggressiveness the sale of 
tools and replacement parts, as the 
car owner can easily be persuaded to 
put his machine in proper condition 
for winter driving. 

When cold weather comes the man 


who plans extensive repair’ work will 
be in for the many items needed to 
do the work. The ever-increasing 
number of drivers who will continue 
to use their cars will be buying skid- 
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chains, windshield cleaners, radiator 
covers, car robes and warm driving 
gloves. Now is the time that the 
wise hardware dealer prepares to sell 
these winter accessories to those who 
need them. 

J. C. Gabree of Southbridge, 
Mass., backs up the statements of 
both Mr. Russell and Mr. Simons, 
He says that his auto accessory de- 
partment has been exceptionally suc- 
cessful, because he carries a good 
and varied stock which is well dis- 
played, both in the windows and in 
the interior of the store. Mr. 
Gabree does not go into the novelty 
end of the accessory business very 
much. He sticks close to the staple 
lines that are needed by the motor- 


There is no waste space here and yet there is 


ist every day, and his store is par- 
ticularly well stocked to handle the 
needs of the car owner who is in- 
terested in doing repair work on his 
car. 


Carrying Out a Color Scheme 


>} OLOR and the right combination 
of colors can do a great deal to 
make a window display attractive 
and resultful. Black and white are, 
when properly used, the two most 
attractive colors and form a combi- 
nation that cannot be beaten for 
arresting attention. A very good 
display could be made by getting 
enough pieces of wood about 6 in. 
square and 4 in. thick to just cover 
the floor of the window. Half of 
these should be painted black and the 


rest of them should be painted white. 
The floor of the window should then 
be covered with them so as to form a 
checkerboard effect with alternating 
black and white blocks. The same 
effect may also be obtained by using 
black and white paper. 

The merchandise to be displayed 
can then be placed in the window. 
It might be well to use checkerboard 
or at least black and white price 
tickets and signs throughout the 
window so as to keep the color com- 


bination and the scheme to the front. 

Black and white crépe paper cut 
in strips about 11% in. wide will 
make a very effective background to 
set off this display. These strips 
can be tacked at the top of the back 
of the window and run down in alter- 
nating colors and fastened at the 
bottom of the back of the window. 
The effect of the alternating black 
and white stripes will be most at- 
tractive and will set off the display 
in a big way. 
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Personal Contact 


Builds 


Up 


Suburban Business 


many beautiful little suburbs 

of Los Angeles that are easily 
within shopping distance of that city 
which is noted for its live retail 
stores. Yet the Alhambra Hard- 
ware Co., at 101 West Main Street 
of the suburb, is securing business 
just as if there were no great “down- 
town” competitors within a _ short 
trolley ride or a shorter motor trip. 

Thus, instead of the store, which 
has been established for a long time, 
shriveling up or dying it has been 
outgrowing its clothes. Only last 
spring the tinner who has leased 
about 40 ft. in the rear had to leave 
and establish himself in a_ special 
shop just back of the hardware store. 
That new space will add something 
like 40 ft. to the display and sales 
space of the store. It was needed, 
too. 

“How in the world can a suburban 
hardware man, competing with the 
heavy downtown stores and their 
daily advertising, which reaches 
practically every home here in your 
city, increase his business?” the 


A LHAMBRA, CAL., is one of the 


writer asked C. E. Lehmer, who is 
secretary and treasurer of the firm 
and active in its management. 


Personal Contact the Answer 


“Personal contact!” was his an- 
swer. 

“But will that overcome the heavy 
advertising of downtown competi- 
tors?” he was asked. 

Competition is something that the 
Alhambra Hardware Co. seems to 
ignore. For instance, where com- 
petition may be offering washers, 
ranges and other household items at 
very small payments down, this firm 
gets substantial first payments— 
which is evidence enough that the 
store prefers to do business its own 
way. 

“We aim to get a friendly letter to 
every person on the slightest excuse,” 
said Mr. Lehmer. “Then when they 
come in we treat them in a neigh- 
borly, friendly way. 

“As is true of every community, 
there are many new families coming 
into Alhambra every month. Many 
of them do not know the Alhambra 


Hardware Co. from any other. Many 
do not know we exist. They see sev- 
eral signs perhaps, and by chance or 
by some fnfluence drop into the first 
one they come to—a new family is 
always wanting something to put its 
housekeeping to running smoothly. 


Welcoming the New Arrivals 


“We try to get them acquainted 
with us and to have a favorable 
opinion of us right at the very start. 
Then they not only will come here 
first, but will look upon us as old 
friends. Through a system and ar- 
rangement we have worked out we 
get the names of new arrivals in al- 
most all cases. Promptly we fill in 
a personal letter to the head of the 
family. 

From time to time this letter has 
pulled orders that have amounted to 
considerable size, and it is adding to 
the store’s list of customers a num- 
ber of families that otherwise might 
be trading elsewhere or “nowhere in 
particular.” 

Another successful letter is that 
used for a family that changes its 
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place of abode, whether a renting 
family or one that is moving into a 
new home. This letter refers to the 
change of location and explains that 
the store’s offerings in household de- 
vices such as ranges, heaters, wash- 
ers, refrigerators, vacuum sweepers, 
kitchen utensils, paints, hose, tools 
and lawn mowers will aid the family 
in its work. 
_ For three weeks the store was out 
,of a supply of the letters, so the 
names’ gathered 
had to be held up. 
It was _ noticed 
that as soon as 
the letters arrived 
and the names 
“were taken care 
of several people 
came in and made 
purchases as the 
result, apparent- 
ly, of the letter. 
It happened that 
a folder on a 
range was the en- 
closure that went 
with that letter. 

The names of 
about 3000 prop- 
erty owners were 
secured from the 
city clerk of Al- 
hambra. Every 
so often cards 
were mailed 
asking some of 
these _ property 
owners to call 
and secure a 
small can of a 
certain kind of 
paint free. Naturally, this brought 
in many people. Some took the can 
and went out, but others turned in 
requests for estimates; some pur- 
chased other goods at the time of the 
visit and the many new faces brought 
to the store made the venture worth 
while. The firm sent a letter to 
those who “cashed in” on the free 
offer, in which it inquired about the 
paint samples. 

Another source of new customers 
is the steady stream of newly- 
married folks of the community. It 
is easy to secure their names. The 
firm sends a letter to each newly- 
married couple offering its best 
wishes and also some suggestions 
for household equipment. An offer 
of a discount on goods for the new 
home is made. 

When a prospect’s name is taken 
down it is held until the case is de- 
clared hopeless or the person has 
purchased. Often a salesman will 
put on his hat and coat and step out 
to the prospect’s home to talk over 
the washer, the range or other ar- 
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ticle that is being considered. This 
personal follow-up saves many orders 
for the store. 


Following the Newspapers 


Local newspapers are fruitful 
sources of profitable tips to the 
store. Building notes, marriages 
and a miscellaneous group of other 
news items give the hardware man 
many leads. 

Recently during a two weeks’ 


This is the alcove used by the Alhambra Hardware Co. in displaying seasonal items. 


Portable heaters are being featured now 


period twenty kitchen ranges were 
sold, which is an enviable record for 
any hardware store in a, suburb. 
Usually the store asks from $15 to 
$20 as the initial payment and $10 
monthly on the account, and the 
prospective installment buyers are 
carefully examined before the agree- 
ment is signed. 

In addition to the battery of 
modern windows that are kept 
trimmed in down-town style at all 
times, there are some interior fea- 
tures that are inviting to the cus- 
tomers. 


Some Store Features 


One of these at the left rear 
corner of the room is a log-cabin 
front den with trophies scattered 
about it. This is headquarters for 
those interested in athletics and 
sporting goods and here they may 
talk, smoke and visit and swap yarns 
and discuss equipment. Of the 
latter there is a-plenty in view, as 
all around the rustic walls there are 
glass-fronted cases with white in- 
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teriors which, when illuminated, set 
off the goods in a way to make them 
coveted. 

Paint buyers also have a unique 
department. At the right hand side 
of the wall, well toward the rear of 
the store a red-shingled roof slopes 
down, supported by neat columns at 
each. front corner, and before this, 
running from one column to the 
other, is a counter of ivory white 
with a mahogany ‘top. Back of this 
“bungalow” is the 
paint stock. This 
plan makes a seg- 
regated depart- 
ment and one that 
is attractive and 
suggestive of the 
line carried. 

A stairway 
leading to the 
rooms above is 
responsible for 
an alcove at one 
side. Across the 
top of this runs 
neat green lat- 
tice-work in the 
shape of an arch. 
And on the floor, 
with plenty of 
room in front of 
them, there is a 
line of one each 
of a variety of 
vehicles for chil- 
dren. To this 
spot practically 
every boy visitor 
comes, and he 
soon forms a lik- 
ing for some one 
or the other of the vehicles. Then, 
in case he wishes to try it out— 
which is likely in all cases—there is 
floor space ahead of the display 
where he can steer to his heart’s con- 
tent and still not bother the nervous 
shopper at the front, nor collide with 
stock. 

Starting with the holidays, the 
store is planning to stock staple toys 
in a special department, handling the 
year around such items as vehicles, 
blackboards, tool chests, trains, elec- 
trical goods and others. 

Everything possible is done to ar- 
range the various lines in depart- 
ments. The utmost attention and 
consideration is given to treating the 
visitors to the store in a friendly 
way and to move every possible 
stone to secure for them what they 
want—“Sorry, but we haven’t got 
it” has lost many a suburban mer- 
chant the trade of an otherwise 
steady buyer. It is needless to say, 
however, that little business has been 
lost by the Alhambra Hardware Co. 
as the result of not having goods. 
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The population 

of Low Point, 

Ill., was given as 
247 at the 
last census 
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In 1920 the 
gross sales of 
Banta Bros. & 

Co. amounted to 


nearly $900,000 


Topping the Half-Million Mark in Sales 
in a Town of Less Than 300 


HE town of Low Point, IIl., 
was rated, in the last census, 
as having 247 inhabitants. It 

is not a great way from the thriv- 
ing city of Peoria and is located in 
the northwest corner of Woodford 
county. That section of the coun- 
try is a great deal like other por- 
tions of the “Land of the Black 
Hawks.” The principal industry is 
farming. Here the corn grows tall, 
but the farmers also raise good crops 
of other grains and foodstuffs. They 
realize the importance of diversi- 
fied activity and fine herds of cat- 
tle are to be found on nearly every 
farm. Chickens are raised for sale 
and the returns from the eggs add 
much to the general income. Dairy 
products likewise form a large part 
of the farmers’ activities. 

Over thirty years ago, two 
brothers, A. L. and F. D. Banta, 
went into business in this town. For 
$1,200 they purchased a_ general 
store that had been established at 
the cross roads. Their gross sales 
for the first year amounted to only 
$6,000. From that beginning, these 
two brothers have built up an estab- 
lishment that serves that section so 
well that it draws in trade for many 
miles and does a business that com- 
pares favorably with those of many 
city establishments. 


Following a Lead 


Frank Banta, as he is familiarly 
known, makes it part of his business 
to take in a number of the hardware 


Left to right: F. D. Banta and A. L. Banta. 
Above is the temporary store 


conventions, and several years ago 
he was called upon to speak at the 
convention at Pittsburgh. He con- 
veyed, in a measure, some of the 
things his firm had been doing, so 
the HARDWARE AGE representative 
felt that he had a story worth un- 
covering. 

The Chicago ticket agents were a 
little uncertain as to the best way to 
go, but by persistent efforts and the 
consultation of maps and time 
tables, we finally got started to Pe- 
oria. The next morning, bright and 
early, we caught the C. & A. for Low 
Point. Everybody starts the day at 
an early hour in that section of the 
country, and so it was not surpris- 
ing to get off the train, a little later, 
and find the people all busy at their 
tasks. While we stood on the plat- 
form and looked about, we almost 
decided that we had alighted at the 
wrong station. All there was to be 
seen was an elevator with some cars 
on the siding and large corn fields 


in the rear of the station. Finally 
we saw that: our vision had been ob- 
scured by a freight car at the cross- 
ing, and after helping some men get 
the car moving toward the elevator, 
we were able to see the business sec- 
tion of the town. 


An Unusual Store 


Then we began asking for Frank 
Banta, and found that he could be 
located at the store around the cor- 
ner. So we made our way to the 
large sheet metal covered building 
that houses his stock. You can im- 
agine our surprise when we entered 
the door and saw as neat and modern 
a store as you would find in most 
cities. The first thing to strike the 
eye was a large soda fountain in the 
center of the room. Electric fans 
were merrily humming and electric 
lights illuminated the interior. 
Frank Banta sat behind a quarter- 
sawed oak railing dictating to a ste- 
nographer who looked as if she had 
just stepped out of a Fifth Avenue 
shop. Then there was the post of- 
fice, the bank, the hardware depart- 
ment and all the other departments 
that go to make up an establishment 
that can take care of absolutely 
every want of the community in the 
way of merchandise. 

The personnel was made up of peo- 
ple that you would expect to find in 
the large city stores and there was 
nothing of the “country air” or 
“small town” atmosphere about the 
place. Everything was modern to 





6¢ JN @ group of 4034 American millionaires, over 4000 came originally from 
small towns. Andrew Carnegie explained this by saying: ‘Men in small 
towns have more time to think.’ ”—Llew S. Soule. 
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the last degree. Electric adding and 
bookkeeping machines were busily 
clicking away and typewriters were 
being operated by expert. fingers. 


$900,000 in Gross Sales 


To give you a better idea of the 
magnitude of the institution, let it 
be said that these brothers either 
own or are interested in the follow- 
ing activities: A large store, bank, 
elevator, implements, automobiles, 
lumber yard and post office. The to- 
tal gross sales of the firm for the 
year 1920 were nearly $900,000. In 
1909 a large store, 80 by 114 ft., was 
erected to house these various de- 
partments, together with the bank 
and post office. In December, 1921, 
a fire completely destroyed this fine 
building. Business, however, was 
set up the next morning in the old 
implement house. Not a customer 
was lost and not a depositor of the 
bank asked for his money, as it 
would be several days before the 
vaults could be opened and the loss 
checked up. It simply showed the 
faith that had been placed in the 
Banta brothers. When the big store 
lay in smoldering ruins not a voice 
was raised in fear that the deposits 
of the bank had been wiped out or 
that the firm had been ruined. 

Run in connection with the other 
activities of the town is a water 
system and telephone company. In 
this way the residents of the town 
enjoy the conveniences of the larger 
towns, and the country people have 
their own phone service, which is all 
due to the efforts of the Banta 
brothers. 

About ten years ago the store 
started closing three nights a week 
in the summer and every night dur- 
ing the winter except Saturday. 
This was an unheard of procedure 
in small towns, but since that time 
every merchant in the county has 
adopted the same plan. The town 
has movies, and with the large num- 
ber of automobiles in the country, it 
becomes not only the shopping center 
of the county but also attracts a 


large number of people for gather-. 


ings and socials. 
Business on a Cash Basis 


Mr. Banta said that one of the 
hardest decisions they ever made 
was when they decided to put the 
business on a cash basis. They 
knew the people of the community 
came to the town for practically all 
their needs and their firm supplied 
the majority of them, that they 
bought practically all of the grain 
and produce that was raised in that 
section. They also knew that there 
were seasons when some of the far- 
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mers did not have the necessary 
cash. to carry them through until 
the next crop was. sold, but, on the 
other hand, the book accounts had 
become a burden upon the business 
and were not permitting it to func- 
tion as well as it might. 

The firm finally devised a very 
simple method of doing business 
without charging a large per cent 
of it on the books. The accounts 
filled over 800 pages in the ledger 
and they announced that they would 
pay cash for everything bought from 
the community and expected to re- 











Elevator of Banta Bros. & Co. 


ceive cash for their purchases. On 
the other hand, if worthy custom- 
ers did not have ready cash they 
would arrange to lend them some 
trade money, which they could re- 
pay when they had the cash, In is- 
suing their own trade checks to an 
individual, Mr. Banta made only one 
charge on his books against this 
man, and that was all the bookkeep- 
ing there was to it until a payment 
was made and the account properly 
credited. In the meantime, this man 
had in his possession ‘sufficient trade 
checks good in any of the Banta 
concerns, which enabled him to make 
purchases and settle for them as he 
went along. 

By the new method, which also 
arranges credit for good customers, 
the firm has reduced the ledger to 
less than 300 pages and the only 
entries are for trade checks that 
have been advanced. 

Mr. Banta says: “If there is any- 
thing to do—do it.” Undoubtedly, 
this has been the main reason for the 
phenomenal success of the establish- 
ment. At the present time the busi- 
ness will not show the volume it did 
in 1920, but this is due largely to the 
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decreased buying power of the 
farmer. The loss of the store by fire 
has also kept the firm from building 
up large stocks in its present quar- 
ters. At that, it requires the serv- 
ices of a score of people to carry on 
its activities. 

It is surprising to look over one 
of the balance sheets and see the 
business-like way in which every- 
thing is done. Each department is 
watched and figures are compiled so 
that the standing of any branch can 
be determined at a glance. The sales- 
men are analyzed in the same way 
and their records show their value 
to the concern in dollars and cents. 
Mr. Banta believes in high-class help 
and pays his help sufficient to insure 
the best quality in their services. 


Special Sales a Feature 


Special sales are a monthly fea- 
ture of the store. About 1000 cus- 
tomers come in every Saturday and 
the average for other week days is 
500 per day. Advertising receives a 
great deal of attention, and through 
circularizing it is possible to draw 
business from a much larger terri- 
tory. 

From a hardware standpoint, you 
can well appreciate what the sales 
will amount to in building materials 
of all kinds, cream separators, paint, 
household wares and the many other 
items. On account of the size of the 
town and the efficient methods of the 
store, local competition is almost out 
of the question, but there are plenty 
of concerns in other towns that make 
a bid for this business and, of course, 
it is only through the most aggressive 
and result-producing methods that 
the Low Point concern can maintain 
its large volume. The cash basis 
gives the store an advantage because 
it can offer lower prices and make 
quicker turnovers. The firm is 
known and does business within a 
radius of fifty miles. Two men are 
out in the country all of the time 
selling machinery, hardware and 
other items. One man is also out 
selling automobiles and it takes the 
entire time of another man to de- 
liver what these three men sell. 

Many people have made the coun- 
try store the object of their jokes, 
but if they ever have the opportunity 
of seeing the store at Low Point, 
which does a business of over half 
a million dollars in a town of less 
than 300 people, they will realize the 
possibilities this country offers in 
the merchandising field. No matter 
what size business a man may have, 
it can be made bigger if the right 
effort is put behind it and if there 1s 
a determination to serve the com- 
munity and serve it well. 
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Speaking of Business 


OBBERS’ figures show that hardware sales, on 
the average, were larger in volume during the 
month of October than they have been during any 
other individual month for the past two years. 
Pre-holiday buying by the retail trade has been 
large. Prices have advanced, and market author- 
ities say that it seems unlikely there will be any 
lower price levels for perhaps the next six months. 
Temporary shortages occur at frequent inter- 
vals in numerous lines, because of slow deliveries 
and freight car shortages. The wages of labor con- 
tinue on an argumentative basis. The cost of 
living is still high. 

Men who have studied the present conditions and 
tendencies in the hardware markets believe they 
foresee fundamentally sound business conditions 
for the next six to twelve months. Prices they 
believe will be relatively firm. 

Their advice to retail merchants is in substance 
this: 

“Keep your stocks up. Increase your turnover 
by every legitimate means known to modern mer- 
chandising. Discount your bills. Don’t allow your 
shelves. and bins to become depleted by forgetting 
to order, or delaying to order seasonable and staple 
goods. Order so as to give the jobber and the 
manufacturer the time necessary for the kind of 
service you require.” 


Indifference is more deadly than war, pesti- 
lence and famine. It nourishes in every clime 
the weeds of misery and woe. 


Interesting Figures 


TATISTICS, like some people emphasize, by 

their appearance, the value of their own im- 
portance. They often seem far more formidable 
than they are, although when arrayed in battalions 
on parade they present small comfort to their 
enemies. 

Bradstreet’s statistics on Nov. 1, for instance, 
showed general wholesale prices 6.7 per cent higher 
than on Oct. 1, and 17.5 per cent higher than on 
Nov. 1 of last year. Since June 1, 1921, the date of 
the low level after the period of deflation, the total 
advance has been 25.7 per cent. 





" year. 


COMMENT 


It is said that “the only commodity group to de- 
cline in October was coal and coke.” 

It is also interesting to learn, statistically, that 
general prices are 53 per cent above the level of 
Aug. 1, 1914. 

Of all the things produced by so-called modern 
civilization, the thing that would probably shock 
our great grandfathers most, were they to revisit 
again “these glimpses of the moon,” would be the 
prices that we pay, and the casual way of taking 
them. 


We may observe a bottle from more than 
one point of view, sometimes to advantage, by 
changing our physical positions. Debatable 
questions might also be viewed from different 
augles, if we were willing to change our men- 
tal positions a little now and then. 


A Searching Question 


ITH striking individual exceptions, the human 

race as a whole, considers the spiritual as- 
pects of life only at infrequent intervals, or when 
it is confronted and aroused by some great emo- 
tional crisis. 

We have had, however, certain commemorative 
dates printed in red ink on the calendar of the 
But the dust of time, and the haze of our 
own personal interests, through which we look, 
sometimes render it difficult for us to distinguish 
the red letter days from the ones that are printed 
in black. 

Many of the older holidays have lost nearly all 
of their original significance. Even the word holi- 
day has changed its meaning. It once meant holy 
day, and was interpreted, specifically, according to 
the place where it resided at the time. 

A goodly number in this country will observe 
within a few days the feast of Thanksgiving. Many 
of us who are happy in the privileges of life and 
love, and who enjoy the love of ease, have much 
indeed to be grateful for, although our way of 
showing it is to the temples of our pride, rather 
than to those who have contributed to our content- 
ment. 

It brings to mind a question. What have the men 
working for and with us really got to be thankful 
for? 

Yes, it is a searching question. How many men 
do you believe there are who have honestly at- 
tempted to answer it? 
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Laying Out a Newspaper Advertisement 


Some Real Information for the Man Who Writes 
His Own Ads—How to Give Intelligent 


Instructions to the Compositor 


signed to enable the hardware 

merchant to better understand 
this third discussion of newspaper ad- 
vertising. We will endeavor now to 
show you how to handle type and how 
to utilize the knowledge we have given 
you concerning the elements of display. 
In other words, we are going to show 
you how to transmit to the newspaper 
compositor your ideas of how your ad 
should appear. And, furthermore, we 
are going to tell you how to do this in 
the practical way—by using the com- 
positor’s own terms and language. 


O = two previous talks were de- 


Standardizing Type Sizes 


First, however, we want to tell you 
something more about type—the way in 
which type is measured. If the inven- 
tion of the printing press was the 
greatest step forward in human prog- 
ress so was the point system of type 
measurement the greatest advance in 
the technique of printing. 

Formerly types were made in varying 
sizes. One foundry would have its 
standard of measurement and another 
would have something else. As a result, 
the compositor was at his wits’ end to 
match up these faces and the advertis- 
ing man had to “go it blind” to a large 
extent when it came to indicating type 
sizes. 

To-day everything is vastly different. 
You know nuts and bolts and screws are 
standardized in sizes. So is type. It is 
not only standardized in size but it is 
so cast that different faces “line up,” 
enabling the ad man to combine two 
faces of different size yet produce an 
even line of type. He can use larger 
capitals, insert a smaller size between 
two larger sizes, throw in italics where 
he desires emphasis and, in fact, do 
pretty much as he pleases, and the com- 
positor can do his part of the job with 


By B. J. PARis 


equal facility. All because type foun- 
dries cast their type on standardized 
sizes. This applies to automatic type- 
casting machines as well. 


Point System of Type Measurement 


This great advance in handling has 
been achieved by what is termed the 
point system of type measurement. 
You can understand it readily if you 
will but think of type in “points” high 
instead of fractions of inches high. All 
you have to do is to remember that in 
type measurement a point is 1/72 of an 
inch. In other words, a type 1 in. high 
is 72 points high. Forget the inches. 
Remember the points. Thus when a 
type is spoken of as 10 or 12 points 
high or in size, it means that the type 
body is 10/72 in. or 12/72 in. high, and 
likewise for all sizes of types. 


Difference in Type Face and Body 


But a fact that must be kept in mind 
is that the face of the type is not always 
the same height as the body, although 
when designating a type to be so many 
points high, the height of the body is 
meant. This will be made clearer by 
examining the word “type” shown be- 
low: 


| Type 


The above word is set in 24-point 


type. The body is 24/72 inch high or 
1/3 inch high. The rule shows the 
height of the type body; the capital T 
is the height of the type face. You 
will note that the y and the p extend 
below the other letters in the line. 
These are called “drop letters.” This 
is the reason (bear this in mind) why 
the actual height of the type face is 
somewhat smaller than the height of 
the type body—it is necessary to leave 
a space to provide for these drop letters. 


Before you realize it, you will become 
accustomed to making allowances for 
these drop letters, so that you will be 
able to judge fairly accurately the size 
of type, enabling you to specify the cor- 
rect sizes for your ads—sizes that will 
fit the space available. 


How Type Is Cast 

Now here is another point. You might 
think type was cast in all sizes like 
1/72, 2/72, 3/72 in., etc. But it is not. 
The six-point size (formerly called Non- 
pareil) is the smallest display size cast 
to-day. For certain classes of publica- 
tion work, notably in mail-order jour- 
nals, smaller sizes are still used. The 
5%-point, or Agate, size, by the way, 
has become the standard unit of meas- 
urement for newspaper and magazine 
space. But the old-size Agate is used 
because fourteen lines of it make an 
inch. Neither fourteen lines of present- 
day 5 point or 5% point make an inch 
The smallest types ever cast were called 
Excelsior and Emerald, both smaller 
than the old-time Brilliant, which meas- 
ured 3% points. 

So to-day we deal in types cast in the 
following sizes: 6, 8, 10, 12, 14, 18, 24, 
30, 36, 42, 48, 54, 60 and 72 point. Al- 
lowing about % of the height of the 
type body for drop letters, you will be 
able to figure approximately in inches 
the height of the face of any size. 

Allowing for Drop Letters 

It will be noted that the sizes of dis- 
play type ascend in even numbers only. 
It is well to remember this as it will 
assist you in becoming familiar with all 
sizes. 

For example, take a 48-point size. 
Allow % or 12 points for the drop let- 
ters and you have 36 points, or 36/72, 
or % in., which is the approximate 
height of the type face. Any size may 
be figured in this way. 
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SHOWING APPROXIMATE NUMBER OF WORDS IN A SQUARE INCH 


Type LINES SET SOLID 





1.2 4 6. 8 


NUMBER OF WORDS IN A SQUARE INCH 


10 11 14 16 18 20 22 24 


26 28 30 32 34 ~=# 36 





. 69 188 276 414 552 690 828 966 1104 1242 1380 1518 1656 1794 1932 2070 2208 2346 2484 


94 188 282 376 470 564 658 
64 128 192 256 320 384 448 
56 112 168 224 280 336 392 
42 84 126 168 210 252 294 
28 56 84 112 140 168 196 


940 1034 
640 704 
560 616 
420 462 
280 308 


752 
512 
A48 
336 
224 


846 
576 
504 
378 
252 


768 
672 
504 
336 


1128 1222 1346 1410 1504 1598 1692 


832 896 960 1024 1088 1152 
728 784 840 896 952 1008 
546 588 630 672 714 1756 
364 392 420 448 476 504 
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This layout gives the printer a definite idea o 


the way in which you want the ad set up. Everything is definitely 


indicated and there is no opportunity for guesswork 


We feel that this explanation should 
give you a clear idea of display type 
and assist you materially in selecting 
the right sizes to fit the space with 
which you are working. 

Now we are ready to proceed with 
the actual making of the layout in which 
we utilize the information given above 
and the data contained in our two pre- 
vious articles. 

Before starting to make a layout, it 
is well to have some preconceived idea 
of the general plan of display you want 
to use. The only reason for making 
the layout is to convey to the printer 
your idea of an attractively set ad just 
as the plans of the architect show the 


builder how the owner desires his home 
to appear. 

With your familiarity of the factors 
governing effective display and your 
knowledge of type gained through read- 
ing this series of talks you are in a 
better position to observe and analyze 
attractive ads that come under your 
notice, so that you should find it fairly 
easy to indicate to the printer display 
arrangements that will make your ad- 
vertising more forceful. 

The main reason for poor-appearing 
ads is because the display arrangement 
is left to the printer. The compositor 
hasn’t the time to work out a display 
plan for each ad, and must work as 


fast as possible, with the inevitable re- 
sult that little attention is paid to how 
the matter is set, so long as it gets in 
the allotted space. This is not neces- 
sarily a reflection upon the compositor. 
He simply can’t do his job and study out 
display ideas at the same time. He can 
use his best judgment and that is all 
that can be expected. 

The making of a layout is neither a 
long nor a tedious process, as will be 
shown; neither is it necessary to make 
a new layout for each ad. After you 
have drawn up a number of attractive 
layouts, save some of the proofs and 
use them over again with new matter 
and new cuts, merely sending a proof 

















SHOWING APPROXIMATE NUMBER OF WORDS IN A SQUARE INCH 


Type LINES LEADED—2-PoINT LEADS 





SIZE OF 


Te. 3 @ O46 -8 


NUMBER OF WORDS IN A SQUARE INCH 


10 12 14 16 18 20 22 24 


26 28 30 32 34 36_ 





5-POINT.. 50 100 200 300 400 500 600 700 
136 204 272 340 408 476 
92 138 184 230 276 322 
84 126 168 210 252 294 
64 96 128 160 192 224 
44 66 88 110 132 154 


68 
46 
42 
32 
22 


6-POINT.. 
8-POINT. . 
9-POINT. . 
10-POINT. . 
12-POINT. . 


800 
544 
368 
336 
256 
176 


612 
414 
378 
288 
198 


680 
460 
420 
320 
220 


748 
506 
462 
352 
242 


816 
552 
504 
384 
264 


900 1000 1100 1200 1300 1400 1500 1600 1700 1800 


1088 1156 1224 
736 782 828 
672 714 1756 
512 544 576 
352 374 396 


884 
598 
546 
416 
286 


952 1020 
644 690 
588 630 
448 480 
308 330 
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to the compositor with a notation to 
“follow style.” 

The sample layout shows how to 
quickly produce a rough layout that 
will be a real guide to the compositor. 
There is no need to draw in the letters 
carefully or to be fussy or exact about 
drawing lines, indicating spaces, etc. 
On the other hand, everything should 
be accurately figured out so you will not 
be telling the compositor to do impos- 
sible things. 


The Various Steps 


First: The size of the space you are 
to use should be shown in inches and 
columns, as is done on the sample lay- 
out shown herewith. 

A single newspaper column is 13 
Picas or 2% in. wide; double column, 
26% picas or 4% in. wide; triple. col- 
umn, 40 picas or 6% in. wide; and four 
column, 538% picas or 8% in. wide. 
Some newspapers use a 13%-pica col- 
umn and some metropolitan papers a 
12%-pica column. The majority, how- 
ever, use the 13-pica column. 

So if your ad is 5 in., double column, 
as was the sample layout, before it was 
reduced in size for reproduction, you 
will rule a space 5 in. high by 4% in. 
wide. The second step is to indicate 
the position of the cut or cuts, if the 
ad is to be illustrated, by either pasting 
in proofs or by indicating the cut sizes 
by boxes as we have done in the sample 
layout. 

Third: Name style of border you wish 
used and indicate how you desire it 
placed—whether run all around the ad 
or broken for cuts as shown in the 
sample layout. 

The fourth step is to indicate the size 
and: style of the display lines, roughly 
lettering in or writing the lines to show 


Hibbard, Spencer, Bartlett & 
Co. Hold Fall Display 


The residents and dealers of Chicago 
have had an unusual opportunity this 
fall to see very fine exhibits of mer- 
chandise, for the idea of special season 
openings has taken a very firm hold 
of the business people of the city. Most 
of the big stores along State Street 
have put on the finest exhibits and 
shows in their history this fall. The 
public recognition has been instanta- 
neous and the results have been highly 
profitable. One large store announced 
a fall showing and exhibit for one week 
and popular demand caused them to 
hold it over for the second week. 

Hibbard, Spencer, Bartlett & Co., 
Chicago, have for several seasons held 
an informal fall opening for their city 
trade. It originally started as a special 
display of toys and Christmas goods, 
but this year it reached a high stage 
of perfection in embracing many lines 
of hardware particularly sought after 
at this time of year. The display rooms 
were given the atmosphere of the holi- 
days with Christmas trees and hun- 
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where you wish them placed. In the 
sample layout, a two-line heading, a 
one-line center display two-line firm 
name and address and a price display 
are used. 

Next indicate the size type desired 
for the body of the ad and show where 
the body or text of the ad is to be placed 
by indicating square or oblong spaces 
as has been done in the sample layout. 
These spaces will also show the com- 
positor how much margin you desire 
used. It is a good plan to be exact 
about these spaces by indicating their 
width in em picas, bearing in mind an 
em pica is 1/6 in. in width. A six-em 
pica width would measure 1 in., a 12- 
em pica width, 2 in. and a 15-em pica 
width, 2% in., etc. 


Determining Size of Copy Spaces 


You can ascertain the dimensions of 
the copy spaces by counting the number 
of words in your copy and refer to the 
tables reproduced herewith, which show 
the amount of space required for a 
given number of words in various sizes 
of type, either set solid or leaded; that 
is, type lines separated with leads 2 
points or 2/72 in, in thickness. For 
instance, supposing your copy contained 
126 words. By referring to Table I you 
find that 126 words occupy approxi- 
mately 6 sq. in. of your space set in 
10-point type set solid or 4 sq. in. set 
in 8 point solid or 8 sq. in. set in 12 
point solid. If you wish the matter 
“jieaded,” or opened up with 2-point 
leads, refer to Table II. As the leads 
occupy some little space, you find that 
your copy space area is increased. For 
example, 126 words set in 10 point 
leaded occupy about 8 sq. in., or about 
6 sq. in. in 8 point leaded, or about 12 
sq. in. set in 12 point leaded. The 


dreds of colored lights. Grouped about 
the rooms were displays of handware in 
settings that rivaled those of a jewelry 
store. 

The radio display attracted an un- 
usual amount of attention and the en- 
tertainment of the evening was picked 
up by radio. from various broadcasting 
stations. Automobile accessories drew 
large crowds, as this line is fast becom- 
ing one of the most desirable for Christ- 
mas gifts. Accessories represent gifts 
of utility and service and they are ideal 
for holiday trade. Electrically driven 
sewing machines with demonstrators 
interested many of the dealers. A fire- 
place was constructed, with the screens 
and fire irons for sale at the hardware 
stores. Much interest was shown in 
fireplace fixtures, tools, tool chests and 
luggage. The glass cooking ware was 
displayed very attractively and the 
ladies present were very much inter- 
ested in the new numbers being shown 
in this line. 

The cutlery display formed a gor- 
geous background for the large Christ- 
mas tree. The arrangement of this 
merchandise for holiday trade offered 


November 16, 1922 


figures in these tables are based on 
matter having few, if any, paragraph 
breaks. 

When paragraph breaks occur often, 
more especially when set in wide meas- 
ure, fewer words will be required to fill 
a given space. 


Saving Newspaper Space 


After a little practice you will in- 
stinctively know about how much copy 
to furnish for a given space, though it 
is best to rely upon the tables, thereby 
being as accurate as possible in your 
estimates. This accuracy will make a 
considerable saving in your newspaper 
space as you will know just how much 
matter to furnish for the space you are 
using, thereby preventing overrunning 
or increasing of space to fit the copy. 


Reversing the Process 


The process may be reversed. You 
can take any given space, find out its 
area in square inches and by referring 
to the tables, ascertain just how much 
copy is needed to fill it. 

Leave plenty of margin in your lay- 
out. Don’t crowd the copy against the 
border or the cut. When copy is divided 
into separate portions, each portion 
should be marked with a letter and the 
copy squares in the layout marked as 
has been done in the sample layout, so 
that the printer will know where to 
place each portion of the text matter. 


Forceful Display Assured 


Upon completing these indications, 
you will have drawn up a layout that 
will be readily understood by any com- 
positor and which will insure your ad 
an effective setting. A little practice 
will enable you to make these rough 
layouts easily and quickly. 


many suggestions to dealers for use in 
their own stores and many ideas were 
taken home to be put into windows, 
showcases and table displays. The 
toys were featured very prominently. 
A large display of mechanical trains 
and all kinds of electrical toys drew an 
exceptionally large crowd. Toy auto- 
mobiles, lined up against a big cutout 
of the Chicago skyline, with traffic 
policemen, street lamps and “Don‘t 
Park Here” signs drew much favorable 
comment. Efficient demonstrators were 
on hand at every turn to explain the 
construction and the use of nearly all 
the lines shown. 

Electrical appliances made a most 
attractive display and the crowd around 
this exhibit showed the interest that 
hardware stores take in this very fine 
and high class merchandise. Of course 
there were refreshments and the offi- 
cials of the firm were on hand to per- 
sonally greet the visitors. Through it 
all there was that keen interest in 
better merchandise and merchandising 
that has largely been responsible for 
bringing the hardware trade up to such 
a high state of perfection. 
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President Calls Congress in Special Session — Many 


Requests for Tariff Changes—Uncle Sam 





E are to have Congress in our 

midst on Nov. 20. This fact, 

which will be received with 
mixed feelings by business men 
throughout the country, was announced 
during the past week by President 
Harding through the medium of a for- 
mal proclamation reconvening our So- 
lons a fortnight in advance of the regu- 
lar meeting day on Dec. 4. 

In bringing Congress to Washington 
two weeks in advance of the usual date 
President Harding hopes to accomplish 
two things: first, the passage at the 
coming short session of several import- 
ant measures upon which his heart is 
set, notably a bill in aid of the Amer- 
ican Merchant Marine; and second, to 
avoid a special session after March 4 
next. There are sound reasons why 
business men everywhere should ap- 
prove the President’s course and should 
unite in a fervent prayer that the legis- 
lative program of the coming session 
will be carried through on schedule time 
and a_ special session next spring 
avoided. 


Effect of Recent Elections 


The tremendous political upset which 
took place last Tuesday is a considera- 
tion of overshadowing importance to 
the President in emphasizing the de- 
sirability of avoiding a special session 
of Congress after March 4. It is 
equally important as a reason for put- 
ting through at the coming short ses- 
sion all legislation which the adminis- 
tration deems it desirable to enact in 
the near future. 

It must be borne in mind that should 
Congress be brought together in spe- 
cial session next spring the Senators 





Will Manufacture Mail Boxes 


WASHINGTON, D. C., 
Nov. 13, 1922. 
By W. L. CROUNSE 


and Representatives who would then 
gather in Washington would not be 
those who constitute the personnel of 
the present Congress but rather those 
who were elected on the 7th instant. 
With the tremendous majorities of the 
Republicans in both Senate and House 
whittled down to half a score in the 
Senate and a bare dozen in the House 
the President would often be called 
upon to crack his whip in order to ob- 
tain the enactment of desired legisla- 
tion; hence the great importance of 
passing the Merchant Marine bill and 
other Administration measures during 
the coming short session. 

Should Congress be called together 
next spring the session would probably 
last well into the summer. Both 
houses would have to be completely re- 
urganized which, in the House espe- 
cially, would mean the recasting of 
committees along entirely new lines. 
Dozens of committee chairmanships 
have been affected by the recent elec- 
tions and it would be weeks after the 
convening of the special session before 
the House would be ready to do any 
business. 


Working for Subsidy Bill 


The friends of the proposed merchant 
marine legislation are already in Wash- 
ington supporting the efforts of the 
President and the Shipping Board to 
put through a rational bill that will pro- 
vide subsidies adequate to offset the ex- 
pense of maintaining American mer- 
chant vessels in line with our standard 
of living as compared with that of com- 
peting maritime nations. The proposed 
subsidy will cost the taxpayers a pretty 
penny but if the bill is not loaded down 







with too many extraneous provisions 
the results should justify the expense. 

The prohibitionists in Congress, sup- 
ported by the lobby of the Anti-Saloon 
League, will insist upon an absolutely 


“drv” merchant marine, which will 
mean that no American passenger ves- 
sel can be operated in competition with 
the “wet” vessels of foreign lines unless 
provision is made to cover big annual 
deficits. Thus Uncle Sam will have to 
take both passenger and freight lines 
under his wing and the taxpayers will 
be compelled to reach still further down 
into their jeans. 

Some of the champions of the pro- 
posed subsidy legislation are hopeful 
that the prohibition rider will not be 
added to the bill, basing this hope on 
the significant victories of candidates 
in the recent electio? who ran on a 
“wet” platform. I do not believe this 
hope will be realized, however, as nu- 
merous test votes have demonstrated 
that the present Congress is easily 
dominated by the Anti-Saloon League 
on any phase of the prohibition issue. 


Many Tariff Changes Demanded 


No less than fifty-seven applications 
have been received by the United States 
Tariff Commission urging changes in 
the Fordney-McCumber tariff law 
which has been on the statute books less 
than sixty days. Following the general 
policy adopted by the Commission the 
names of the applicants and the specific 
provisions which they desire to have 
changed have not been made public. 

The interesting fact has developed, 
however, that more than one-half the 
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BEESON ELECTED VICE- 
PRESIDENT _ PITTS.- 
BURGH STEEL CO. 


W. C. Reitz Succeeds the Late 
Wm. A. Nash on Board 


of Directors 


Charles E. Beeson was elected vice- 
president and W. C. Reitz was elected a 
director of the Pittsburgh Steel Co., 
Pittsburgh, Pa.,on Nov. 1. Mr. Beeson 
has been identified with that company 
since its organization in 1901, having 
been its first secretary and holding that 
‘office until about two years ago. For 


Charles EB. Beeson 


the past three years he has been a 
director and a member of the executive 
committee. He was graduated from 
Sheffield Scientific School, Yale Uni- 
versity, in the class of 1892, and pre- 
pared for college at Phillips Academy, 
Andover, Mass. For four years follow- 
ing his graduation from Yale Mr. Bee- 
son conducted the general store of his 
father in Uniontown, Pa., which had 
been in the family for 114 years. He 
sold out this business in 1896 and be- 
came associated with the late Wallace 
H. Rowe in the Consolidated Steel & 
Wire Co., later absorbed by the Ameri- 
can Steel & Wire Co. of Illinois, and 
went with Mr. Rowe in the organiza- 
tion of the Pittsburgh Steel Co. 

W. C. Reitz was elected a director of 
the Pittsburgh Steel Co. to take the 
lace of the late William A. Nash, of 

ew York City. Mr. Reitz is secretary 
and treasurer, Pittsburgh Steel Prod- 
ucts Co., an associated interest of the 
Pittsburgh Steel Co. 


Master Electric Co. Moves 


The Master Electric Co., Dayton, 
Ohio, manufacturer of electric motors, 
has recently moved to a new location 
at First and Sears streets. Increased 
demand for the company’s products 
made larger quarters necessary. 


New Buying Organization 


A buying organization has recently 
been formed under the name “Mercan- 
tile Research,” at 321 Broadway, New 
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York, N. Y. The aim of this organiza- 
tion, which covers a wide field, is to 
render various concerns throughout 
the country personal buying service, 
particularly in the New York market, 
although the activities of the company 
extend all over the country where 
necessary. The buying personnel of 
the new company consists of buyers 
who have anette d been connected 
with large jobbing houses and there- 
fore familiar with the general market. 
The company plans to keep data for 
its clients in respect to market condi- 
tions and new merchandise, etc. 


Charles J. Tagliabue Dies 
Suddenly 


Charles J. Tagliabue, president of 
C. J. Tagliabue Co., manufacturers of 
thermometers, Brooklyn, N. Y., died 
suddenly of heart disease on Nov. 2. 
Mr. Tagliabue, who was seventy years 
of age, was the founder of the firm of 
which he was president. A successor 
has not been decided upon as yet. 


Kilmer Leaves Wickwire Spencer 


Steel Corp. 


Frank Kilmer, treasurer Wickwire 
Spencer Steel Corporation, New York, 
has resigned and will spend the winter 
in Florida. 


Carmody Western Manager for 
Columbus McKinnon Chain Co. 


John D. Carmody has been appointed 
Middle Western manager for the Co- 
lumbus McKinnon Chain Co., Colum- 
bus, Ohio, manufacturer of Dread- 
naught tire chains. Mr. Carmody will 
have his pr ag a vg in Chicago, and 
will cover the following States: Illinois, 
Iowa, Missouri, Minnesota, Wisconsin, 
Kansas, Nebraska and North and South 
Dakota. Mr. Carmody was ‘formerly 
associated .with the Champion Spark 
Plug Co. as a territory manager and 
more recently with the Wainwright En- 
gineering Co. as district manager. 


New Factory for Parker Wire Goods 


Co. 


The Parker Wire Goods Co., 
Worcester, Mass., is to erect a new fac- 
tory at 149 Washington St., that city. 
The new unit will be one story, 300 x 
120 ft. On completion of the new plant 
the company will move from its present 
quarters in the Osgood-Bradley Build- 
ing. 


W. S. Rugg Heads Westinghouse 
Electric Sales 


W. S. Rugg, assistant to the vice- 
president of the Westinghouse Electric 
& Mfg. Co., East Pittsburgh, Pa., has 
— appointed general manager of 
sales. 
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le to Occupy $2,500,000 


arehouse in Chicago 


The Westinghouse Electric & Manu- 
facturing Co. will occupy a $2,500,000 
warehouse in Chicago which is being 
built by the Central Manufacturing 
District trustees. The new building 
will contain 960,000 square feet of floor 
space and is the largest construction 
undertaken in the central manufactur- 
ing district since the building of the 
Army warehouses containing over a 
million square feet of floor space. 

The new structure will consist of 
four units, and ground was broken on 
October 24. The building is to have 
seven floors and two of them in the 
first unit are expected to be ready by 
Christmas. The building will be used 
for making of industrial switchboards 
and panels, the repair of electrical de--. 
vices and equipment as well as for the 
storage and distribution of their many 
products. This warehouse factory 
when completed will be the largest 
maintained by this company. The local 
territorial and Chicago district execu- 
tive offices will be quartered in this 
building. 


L. J. Stoddard General Manager of 
Lakeside Drop Forge Co. 


L. J. Stoddard has been appointed 
general manager of the Lakeside Forge 
Co., Erie, Pa., manufacturers of drop 
forged wrenches and forgings. Since 
the first of the year, Mr. Stoddard has 
held the position of sales manager. 


E. G. Buckwell Leaves Cleveland 
Twist Drill Co. 


E. G. Buckwell, secretary and treas- 
urer of The Cleveland Twist Drill Co., 
Cleveland, Ohio, has retired from busi- 
ness, and will be succeeded by W. E. 
Caldwell, formerly assistant sales 
manager. Mr. Buckwell has been as- 
sociated with the company for more 
than twenty years. 


Death of Maurice J. Richmond 


Maurice J. Richmond, paint manu- 
facturer of Cincinnati, died at his 
home at Covington, Ky., recently at the 
age of sixty-eight. Mr. Richmond was 
senior member of the firm of Richmond 
Bros., and had been in the paint busi- 
ness in Cincinnati for the past forty- 
two years. He is survived by two sons, 
William J. and John A. Richmond. 


Ellwood Steel Corporation 


It was recently inadvertently stated 
that the Ellwood Steel Corporation, Ell- 
wood City, Pa., had changed its name 
to the Ellwood City Nail Co, This 1s 
incorrect, as the facts are that the 
Ellwood City Nail Co. has changed its 
name to Ellwood Steel Corporation. 
This new company was recently incor- 
porated with a capital of $250,000, and 
is increasing its facilities for the manu- 
facture of wire nails and its other 
products. 
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For Men Only! 


What would you think of a 
hardware merchant who put a 
sign like that on the outside of 
his store when his shelves were 
full of kitchen utensils, house- 
furnishings and other things 
that appeal to women? He 
might as well have that sign up, 
however, as to have his stock 
disarranged and dusty. Why 
not spruce the old place up a 
bit? The wise ones aren’t 
holding all their vacuum 
cleaner demonstrations in the 
store window. 








P. H. Vivian to Represent G. W. 
Korn Razor Co. in South 


P. H. Vivian, 806 Victoria Building, 
St. Louis, Mo., has been appointed 
Southern representative of the Geo. W. 
Korn Razor Mfg. Co., Little Valley, 
N. Y. In a recent news item the ad- 
dress of this company was erroneously 
given as Little Falls, N. Y. 


Reed & Prince Mfg. Co. to Expand 


The Reed & Prince Mfg. Coa., 
Worcester, Mass., screws, bolts and 
rivets, has awarded a contract for the 
erection of two additional manufactur- 
ing units to cost $150,000. The larger 
of the new units will be two stories, 
60 x 400 ft., and the smaller, one story, 
90 x 120 ft. The company is operating 
twenty-four hours a day on three shifts 
and is employing double the number of 
employees it had a year ago. 


H. H. Beckwith with Devoe & 
Raynolds Co. 


_H. H. Beckwith, who for the past 
eight years has been connected with 
Kelley- How-Thomson Co., Duluth, 
Minn., as advertising manager has re- 
signed his position in order to become 
associated with Devoe & Raynolds Co., 
Chicago. 


Campbell Hardware Co. Formed 


Charles A. Campbell has established 
the Campbell Hardware Co., St. Peters- 
burg, Fla. Mr. Campbell was formerly 
a part owner and manager of the 
Whitesell Hardware Co., Clearwater, 
Fla. He is very active in association 
work, being the vice-president of the 
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Florida Hardware Association. He has 
sold his interest in-the Whitesell Hard- 
ware Co., and will devote his entire 
business activities to the conduct of the 
new firm which bears his name. 


S. L. Jones with Masback 


S. L. Jones, formerly with the Baker, 
Hamilton Pacific Co., San Francisco, 
Cal., has recently joined the sales staff 
of the Masback Hardware Co., Inc., 
82-84 Warren St., New York City. Mr. 
Jones has been connected at various 
times with the Pacific Hardware & 
Steel Co., the Donner Steel Co. and the 
Peerless Drawer & Steel Co. 


E. J. Kailer Passes Away 


E. J. Kailer, traveling representative 
for Farwell, Ozmun, Kirk & Co., St. 
Paul, Minn., died at Wahpeton, N. D., 
on Sept. 20, while on a business trip for 
his firm. Mr. Kailer was born in Bells- 
ville, Md., June 1, 1843, and had been 
connected at various times with Mc- 
Cormick Harvester Co., Hibbard, Spen- 
cer, Bartlett Co., Chicago, Ill., the 
Spalding Wagon Co. and with the 
Studebaker Wagon Co. 


Newburyport Metal Stamping Co. 
Changes Name 


The official title of the Newburyport 
Metal Stamping Co., Newburyport, 
Mass., has been changed to the Park- 
man-Farnsworth Lamp Co. William 
G. Fisher is president and Norman 
Russell treasurer. 


Wagner Mfg. Co. Adds New Line 


The Wagner Mfg. Co., Sidney, Ohio, 
has added aluminum ware to its line 
and has moved its offices and display 
rooms into a new factory addition. 
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Manufacturers and Southern Job- 
bers to Meet in Florida 


The annual conventions of the Amer- 
ican Hardware Manufacturers’ Asso- 
ciation and the Southern Hardware 
Jobbers’ Association will be held dur- 
ing the same period, April 24-27, 1923, 
at the Windsor Hotel, Jacksonville, 
Fla. It is understood that an effort 
will be made to make these meetings 
unusually profitable, and an especially 
instructive program will be mapped 
out. The city of Jacksonville is ideally 
situated as a meeting place because of 
its central location. Reservations may 
be made through F. D. Mitchell, 1319 
Broadway, New York City, secretary 
of the Manufacturers’ Association, and 
through John Donahue, Richmond, Va., 
secretary of the Jobbers’ Association. 


McCorkle Screen Products Co. to 
Build 


The McCorkle Screen Products Co., 
Akron, Ohio, in which H. L. McCorkle 
and others are interested, will erect a 
plant for the manufacture of window 
and door screens, weather strip and 
other products. 


Black & Decker Move Philadelphia 
Office 


The branch office and service station 
of the Black & Decker Mfg. Co. has 
been removed from 318 North Broad 
St., Philadelphia, Pa., to 824 North 
Broad St. The new quarters are more 
commodious and up-to-date than the 
old ones. 


J. W. Hamilton Stock Sold 


The stock of goods in the J. W. Ham- 
ilton Hardware Store, Bellefontaine, 
Ohio, was sold at assignee’s sale to 
D. R. Hennesey, who will operate the 
store in the future. The store was ap- 
praised at $5,121 and sold for $3,600. 
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MARKET REPORTS 





OR the first time in several weeks rela- 
tively few price changes became effective 
in the hardware markets. Both retailers and 
wholesalers report exceptionally active _busi- 
ness. Shortages in some lines are reported 
from many of the wholesale centers, which are 
said to be caused primarily by freight car 
shortages. 
Holiday merchandise is being moved rap- 
idly. Guns, ammunition and hunting supplies 





WEEKLY MARKET SUMMARY 


are reported to be in very large demand, es- 
pecially in the Middle West and South. 

Retail business throughout the country is 
somewhat better in the cities and towns than 
it is in the agricultural districts. 

Jobbers and manufacturers are advising the 
retail trade to cover its spring needs as early 
as possible. Orders for spring business that 
have already been placed are said to be large 
in volume. 








NEW YORK 


Market Conditions 


ene buying is daily becoming stronger, and the 

current demand for staples of all kinds is consist- 
ently active. Price changes during the past week were 
negligible, compared to the changes that have been made 
during the past month or more. 

Sash cord advanced 3c. per Ib. base, and a 10 per cent 
advance was made by the Reading Hardware Co. on its 
entire line, effective Nov. 1. 

Freight car shortages are delaying deliveries, and some 
of the stock shortages in the local market may be attrib- 
uted to this cause. Temporary shortages are reported in 


Some of the manufacturers in this district have inaugu- 
rated a surcharge of 5 per cent on all orders placed with 
them drawing on New York stocks. 


Spring Business 
a. report exceptionally large advance orders for 
spring merchandise, especially for wire goods, and gar- 
den implements. It is said that every indication points 
to an intensely active spring ‘in the local hardware trade. 
Some jobbers have even gone so far as to predict that 
if there is no serious freight congestion the volume of 
sales, judging by present advance orders, will equal the 


roller skates, nails and axes. 


Ash Sifters.—The demand for these 
articles is fair, and in some sections it 
is reported to be on the increase, 
Prices are firm, and stocks adequate. 


Jobbers’ quotations, f.o.b. New York: 
Ash sifters, revolving, galvanized, 
packed 2 to“a crate, $2.10 each. 


Axes and Hatchets.—Shortages in 
axes are reported by some of the local 
jobbers. It is believed the present short- 
age is caused more by the freight situa- 
tion than by any other condition. Prices 
are very firm. 


Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 
Ib., $16.50 per doz. net; 3% to 4%-Ib., 
$17 per doz. net; 5 to 5%-lb., $18 per 
doz. net; 4% to 5%-lb., $18 per doz. 
net; 5%-Ib. solid, $18.50 per doz. net. 

Flint edge Rockaway pattern axes, 
8 to 4-Ib., $19.25 per doz. net: 3% to 
4%4-lb., $19.25 per doz. net; 4 to 5-Ilb., 
$19.75 per doz. net. 

Connecticut pattern axes, 3 to 3%4- 
lb., $18.50 per doz. net. 

Hatchets, full polished half and 
shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—A strong, healthy 
demand is reported. Prices are firm and 
stocks ample. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, %-in., 16c. per Ib.; 
Ys-in., 15c, per Ib.; 3-in., 13¢, per Ib.: 
qe-in., 12c. per lb.; %-in., llc. per Ib.: 
%-in., 10c. per Ib.; %-in., 9c. per Ib, 

Common carriage bolts, % x 6-in. 
and smaller, 30 to 30 and 5 per cent: 
— and thicker, 30 to 30 and 5 per 
cent. 
Machine bolts, % x 4 and smaller, 


combined spring sales of the past two years. 


40 to 40 and 5 per cent; larger and 
thicker, 40 to 40 and 5 per cent. 

Lag screws, 40 to 40 and 5 per 
cent. 

Semi-finished hexagon bolts, ¥ and 
smaller, 65 per cent; larger and 
thicker, 60 per cent. 

Tinners’ rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
66% per cent; brass, 4-32 and 14-20, 
ga 50-and 10 per cent from new 

st. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts, 75 to 75, 10 per cent. 

Iron rivets, 50 to 50 and 10 per cent. 
Solid copper rivets, 40 per cent. 

sock washers, 7}; to %-in., 70 per 
cent; to %&-in., 50, 10 and 5 per 
cent; }4 to 1-in., 40 and 5 per cent. 


Butts—The demand for builders’ 
hardware still continues with vigorous 
consistency. There are shortage in 
some lines, and prices remain stiff. 


Jobbers’ quotations, f.o.b. New York: 
Butts, 3% x 3%, dull brass or an- 
tique copper, in case lots, 25c. per 
pair. 
Carving Sets.—Increasing interest is 
reported in these items for the holiday 
trade. Prices are firm and stocks fair. 


Jobbers’ quotations, f.0.b. New York: 

Three-piece carving’ set, stag, 
forged steel bolster, knife 8-in. steel 
blade, $2.75 to $4.75 each. 

Three-piece carving set, sterling 
silver ferrule, knife 8-in. resist stain 
steel, $4.75 to $7 each. 


Christmas Tree Holders.—Buying has 
started in this line at firm prices. Stocks 
are reported to be ample to meet all of 
the demands, 


Jobbers’ quotations, f.o.b. New York: 
Gem Christmas tree holder, $4.50 
per doz. net. Crown Christmas tree 
holder, 2-in., $7.89; 3-1n., $13.15 per 
doz., less 5 per cent in full box lots. 


Clipping Machines.—Rural dealers 
are evincing interest in these articles. 
Stocks are fair and prices steady. 


Jobbers’ quotations: E fa) 
Stewart No. 1 ball bearing clipping 
machine, $10.75; No. 360 top plate, $1; 
No. 361 bottom plate, $1.50; dealer’s 
discount, 25 per cent f.o.b. New York. 
Stewart electric clipping machine, 
all standard voltages, hanging type, 
$80, f.o.b. Chicago; pedestal type, $35, 
f.o.b. Chicago; dealer’s discount, 20 
per cent. : 
Drapery Hardware.—Activity _ still 
features this line. Stocks are adequate 
and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Curtain Rods.—Iron, brass plated, 
12-ft. lengths, %-in., 2%c. per ft.; 
%-in., 3%4c. per ft. Extension rods, 
fs-in. brass tube, solid inner rod, 
extends from 23 to 42 in., 38c. per 
doz. Extension rods, %-in. brass 
tubes, brass ends, extends from 24 t 
44 in., 95c. per doz. 

Curtain Poles.—Mahogany and _ oak, 
1-in., $3.50 per 100 ft.; 1%-in., $5 per 
100 ft. : ; 

Curtain Pole Sets.—Consitsting of 1 
pr. of ends, 1 pr. of brackets and 1) 
rings, 1-in., mahogany finish, $3.89 
per doz. sets; 1%-in. mahogany fin- 
ish, $3.25 per doz. sets; 1-in. oak 
finish, 33.55 per doz. sets; 1%-in. oak 
finish, $3.25 per doz. sets; 1-in. white 
enamel finish, $6.45 per doz. sets; 1%s- 
in. white enamel finish, $6.40 per 402. 
sets. 

Pole Rings. — Polished steel brass 
plated, 1%-in., 32c. per doz.; 1%-!n., 
36c. per doz. Wooden pole rings, with 
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screw eyes, mahogany, 1%-in., $1.30 

per 7) 1%-in. menegeay: $1.40 per 

re %-in. oak, $1.30 per 100, and 
- * he? 40 per 100. ORs 40. 

‘ole Ends. Polished brass, for 1-in. 

le, $2.75 per doz.; for 1%4-in. pole, 

4.50 per doz. 

Pole Brackets.—Steel brass plated, 
l-in. pole, 48c. per doz.; 1%-in. pole, 
48c, per doz. 

Drapery Hooks.—Metal, steel plated, 
48c. per gross. Solid brass, 89c. per 


gross. 

Single extension flat curtain rods 
and brackets, velvet brass finish, 14%- 
in. aye ion, 28 to 48-in. extension, 
$2.63 per doz.; ; 2%-in. Peer, 28 
to 48-in. extension, $2.63; 114-in. pro- 
jection, 36 to 63-in. extension, 3.42 
per doz.; 2%-in. projection, 36 to 63- 
in. extension, $3.42. 

Double extension, flat rods, curtain 
rods and brackets, 1% and 2%-in. pro- 
jection, 28 to {8-in. extension, $5.25 
per doz.; 1%, 2% and 3%-in. projec- 
tion, 36 to 63-in. extension, $6.85. 

Triple extension, flat curtain rods 
and brackets, 1% to 4-in. projection, 
28 to 48-in. extension, $7.90. 


Food Choppers.—Holiday demands 
are increasing in sales of these articles. 
Prices are firm and stocks well bal- 
anced. 


Jobbers’ quotations, f.o.b. New York: 
Food Choppers.—Universal No. 1, 
$22 per doz.; No. 2, $27 per doz. Dis- 
count 25 and 10 per cent. Gem, No. 
120, $16 net; No. 122, $19 net. Russ- 
win, No. 1, $15 net; No. 2, $18 _ 
Enterprise, No. 5, $2.75 each, list; 
10, $4.50 each, list; 25 per cent ais. 
count. 


Game Traps.—lInterest is reported to 
be increasing. Stocks are fair and prices 
firm 


Joubers’ quotations, f.o.b. New York: 

Triple clutch game traps, jaw 
spread, 4%-in., $2.75 per doz 

Jump hg ag with chain, No. 0, $1.89 
per eet ; No. 1, $2.20 per doz.; No. 1%, 
$3.17 per doz.; No. 2, $4.88 per doz. ; 
ye A $6.59 per doz.; ; No. 4, $7.69 per 


Lye we traps, No. 10, $1.55 per 
doz.; No. 11, $1.85 per doz.; No. 11%, 
$2.75 per doz.; No. 12, $3.60 per doz.; 
— 13, $6.20 per doz.; No. 14, $7.35 per 

oz. 


Hand Tools.—Holiday buying has 
stimulated. the sale of all kinds of tools 
which are being quoted at firm prices. 
Stocks are fair. Aside from the holiday 
demand there is a strong market for 
carpenters’ and mechanics’ tools in all 
sections of the district. 


Jobbers’ quotations, f.o.b. New York: 

Claw hammers, No. 1 size, $13.36 
ner doz.; No. 1% size, $12.74 per doz.; 
No, 2 size, $11.48 per doz. 

Macninists’ hammers, 8-o0z., $8.40 

er doz.; 12-0z., $12 per doz.; 16-oz., 
8.60 per doz.; 20-oz., $9.45 per doz. 

Hand Drills. — Steel frame, nickel 
plated, cut gears, black enamel, 
length, 11 in. without drill points, 
32.30 each. Same, large size, length 
12% in., $2.42 each. Same, black 
enamel frame, 12% in. long with 8 
drill points, $2.17 each. Same, solid 
steel frame, detachable steel handle, 
hollow end handle, partly nickel 
plated, 1l-in., no dr‘. point, $1.91 
each. 

Breast Drill.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-Jaw chucks, 
15-in., $2.35 each. Same, cast iron 
frame, 8-in., $3 each. Same, bail bear- 
ing, malleable tron stock, chuck and 
erank nickel plated, with level at- 
tachment, 17%-in., 2- jaw, $3.83 each; 
3-jaw chucks, $4. 35 each. 

Bit Holders.—Extension model, pol- 
ished steel, made to follow %- in. bit 
and larger, packed 1 in a box, 12-in., 
$1.40 each; 15-in., $1.43 each; 18- -in., 
$1.45 each; 24-in., $1.55 each; 30-in., 
$1.65 each. 


Ice Skates.—Strong interest on the 
par. of retailers is causing a rapid turn- 
Prices are firm 


over of these articles. 
and stocks are reported to be good. 


Jobbers’ quotations, f.0.b. New York: 
Men’s and boys’ all clamp club 
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skates, top part made of best quality 
cold rolled steel, sizes 8 to 12-in. 
runners made of polished cast steel, 
70c. per pair. Same with all parts 
nickel plated, 98c. per pair. Same, 
nickel plated, with hardened runners, 
$1.26 per pair. Men’s and boys’ all 
clamp hockey skates, top plates made 
of cold rolled steel, sizes 9% to 11%, 
runner cast steel, all parts nickel 
plated, $1.03 per pair. Same with 
hardened runners, $1.35 per pair. 
Canadian hockey skates, for men, 
women and children, runners cast 
steel, all parts nickel plated, 78c. per 
pair. Same, 1 parts nickel plated 
with extra polished tempered run- 
ners, $1.32. Extension bob skates for 
children, made of bright steel with 
web strap, one skate for all sizes, ex- 
tension 6 to 9-in., 46c. per pair. 
Women’s and children’s club skates 
with russet leather back and strap, 
top plates and clamps made of cold 
rolled steel, runners cast steel pol- 
ished, 96c. per pair. Same, all parts 
nickel plated, $1.16 per pair. 

Skate sharpeners, $1.65 per doz. 
Skate holder for sharpening skates, 
$6.25 each. Skate keys, 35c. per doz. 


Nails.—The shortage in keg nails con- 
tinues, as does also the speculative tone 
of the local market. Strong demand 
continues. 


Jobbers’ quotations, f.o0.b. New York: 

Wire nails, $3.75 to $3.90 base per 
keg. Blued wire nails, 3d fine, $5.35 
o $5.50 net per keg. Cut nails, $4.10 
to ot 20 base per keg. Coated nails, 
$3.25 to $4 base per keg. 

Wire nails and brads in small lots, 
70 to 70 and 10 per cent off list. 

Roofing nails, 1 x 12, per 100 Ib., 
$6.95 for galvanized and $5.20 plain. 

Wholesale prices vary in different 
parts of the city. 


Nut Crackers and Picks.—This is a 
very popular item at present. Interest 
is increasing each week at firm prices. 
Stocks are very good. 


6 picks, $3 per doz. sets. 
Jobbers’ quotations, f.0.b. New York: 
Sets, including 1 nut cracker with 


Rope and Twine.—The local rope and 
twine market is practically unchanged. 
Stocks are ample, prices easier and ac- 
tivity somewhat limited. 

Jobbers’ quotations, f.o.b. New York: 


Manila rope, No. 1 grade, 17c. to 
79%c. per lb. Hardware grade, 1l5c. 


per lb. 

Sisal No. 1 grade, 13c. per lb. Sisal, 
No. 2 grade, 13c. per lb. Bolt rope, 
22c. per Ib. 

Lath yarn, llc. to 13c. per lb. Jute 
wrapping twine, 29%c. to 25%c. per 
lb. India hemp twine, No. 6, 16c. to 
18¢c. per Ib. 


Sash Cord.—Firm prices and fair 
stocks characterize this phase of the 
local market. The demand is steady, 
though moderate. 


Jobbers’ quotations, f.o.b. New York: 

Cotton sash cord, 39%c. to 43c. base 
per Ib 

Prices vary according to grade and 
differ also in different sections of the 
city. 


Sash Weights.—The demand is fairly 
strong for this item. Stocks are con- 
sidered adequate. 


Jobbers’ quotations, f.0.b. New York: 

Sash weights, out of New York 
stock, $3.45 per cwt. Factory, $3.25 
per cwt. 

Screws.—There is a consistent demand 
for all kinds of screws in the local 
market. Prices are firm and stocks 
appear ample, though certain sizes, 
such as 44-in. iron screws, have been 
a little tight. 

Jobbers’ quotations, f.0.b. New York: 
Wood screws, iron bright, flat head, 

77% and 5 per cent; round and oval 

head, 75 and 5 ner cent; iron blued, 

flat head (add 5 per cent to net 
amount of invoice), 77% and 5 per 
cent; iron blued, round head, 75 and 

5 per cent; brass, flat head, 72% and 

5 per cent; brass, round and oval 


pipe. 


75 





head, 70 and 5 per cent; galvanized 
screws, 62% and 5 per cent. 

Rolled thread machine screws, iron, 
flat and round, No. 2 and No. 3, 62% 
per cent; No. 4 and larger, 70 per 
cent; filister, No. 2 and No. 3, ly 
per cent; No. 4 and targer, 65 per 
cent. Brass, flat and round, No. 2 
and No. 3, 57% per cent; No, 4 and 
larger, 62% per cent. 

Some jobbers quote an extra on 
wood screws of 2 and 5 per cent. Cap 
screws, 70 and 10 per cent; set screws, 
70 per cent, 


Stove Pipe.—The drop in temperature 
has undoubtedly been partly responsi- 
ble for the stimulated action in stove 
Interest generally is increasing. 
Prices are considered stiff, stocks are 
adequate. 


Jobbers’ quotations, f.o.b. New York: 
Black iron stove pipe, No. 28 gage, 
12 lengths in a bundle, 4-in., $1.40 to 
$1.60 per doz. lengths net; 4%-in., 
$1.55 to $1.75 per doz. lengths net; 
5-in., $1.75 to $1.95 per doz. lengths 
net; 5%-in., $2 to $2.25 per doz. 
lengths net; 6-in., 92.25 to $2.50 per 
doz. lengths net. 


Snow Shovels.—Buying is considered 
strong in this and other winter items. 
“tocks appear adequate and prices are 
firm. 


Jobbers’ quotations, f.o.b. New York: 
Galvanized steel snow _ shovels, 
ribbed steel blade, 7% x 10-in., ash 
D-handle, $2.40 per doz. Same, ribbed 
steel blade, .21 x 16-in., reinforced 
back, D-handle, $11.50 per doz. 
Same, spring steel blade, 16 x 18-in., 
japanned D-handle, $9.85 per doz. 


Sleds.—Prices are stiff, stocks ample 
and the demand fairly active. 


Jobbers’ quotations, f.o.b. New York: 

Slteds.—List prices Flexible Flyer, 
No. 1, $3.75 each; No. 2, $4.50 each; 
No. 3, $5.75 each; No. 4, $6.25 each; 
No. 5, $8.50 each; Junior Racer, 
each; Racer, $6.75 each; No. 4, with 
foot rest, $7.75 each; No. 5, with foot 
rest, $11 each. 

Discounts.—From New York stock, 
33% per cent; f.o.b. factory, 35 per 
cent. 

List Price.—Fire Fly, No. 9, $2.30 
each; No. 10, $2.75 each; No. 11, $3.40 
each: No. 12, $3.75 each; Racer, $4 
each, 

Discounts.—From New York stock, 
40 and 5 per cent; f.o.b. factory, 40 
and 10 per cent. 


Vacuum Cleaners.—As the holidays 
approach the demand for vacuum clean- 
ers is showing signs of increase. Stocks 
are adequatg and prices firm. 


Jobbers’ quotations, f.o.b. New York: 
New improved type of vacuum 
cleaner, polished aluminum, standard 
motor, self-locking handle, adjust- 
ment, all attachments, $41.50 each 
net. 


Weather Strips.—This has become a 
very active item, and dealers are buy- 
ing consistently. Jobbers report ample 
stocks and firm prices. 


Jobbers’ quotations, f.o.b. New York: 

Rubber feather Strip. — Walnut, 
hazel, cherry, stained, 50-10 per cent; 
ash, oiled, 3344-5 per cent; any of the 
above polished, 25-5 per cent; white 
enameled, 20 per ‘cent; packed cush- 
ion, 12% per cent; Nos. 0-7 double 
rubber, 70 per cent; Nos. 60-65 felt 
weather strip, 60 per cent; Nos. 70-75 
clincher felt, 50-10 per cent; Nos. 22- 
29 single edge, 25 per cent; Nos. 18-20 
cushion, all felt, 25 per cent; Nos. 
8-11 flexible, all rubber, 60 per cent; 
Nos. 00-07 single edge rubber, 70 per 
cent; metallic flexible weatherstrip, 
60-5 per cent; metallic (in 7 ft. 
lengths), 60-5 per cent. 


Window Glass.—Light stocks, firmer 
prices and fair interest characterize this 
phase of the local market. 


Jobbers’ quotations, f.o.b. New York: 

A single, 84 per cent; B single, 86 
per cent; A double, 85 per cent; B 
— 88 per cent. List of March 1, 
1913. 
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Office of HARDWARE AGE, 
1505 Otis Bidg., 
Chicago, Ill., Nov. 11. 


ETTER weather conditions have 
added to the impetus of sales. 
Business in this section, as far 

as wholesalers are concerned, continues 
to improve. Colder weather has 
brought in orders for merchandise that 
is needed for fall and early winter. 
The continued warm autumn brought in 
many orders for merchandise for which 
there is a large demand earlier in the 
season and the real fall merchandise 
did not start out in good shape until 
this week, with the exception of future 
business scheduled for shipment at this 
particular time. 

It is quite evident that dealers in this 
territory are feeling more encouraged 
and are looking forward to some very 
good business which is expected to hold 
until inventory time. Orders taken by 
road salesmen are showing increases 
over those of last year. Prices seem to 
be steady and as yet there is no indica- 
tion of any lower tendencies. There is 
still complaint of transportation de- 
lays. The railways continue to place 
heavy business for new equipment. 
Reports of labor shortages are’ more 
frequent. Collections show improve- 
ment and more merchants from the 
interior were in the market last week. 

For the first time this year and the 
fifth in the history of American rail- 
roads, car loadings passed the million 
mark. This was an increase of over 
1000 cars over the previous week and 
was nearly 40,000 better than the same 
week last year. The carriers an- 
nounced that the total number of cars 
loaded with merchandise, manufactured 
products and miscellaneous freight 
broke all records. This helps to visual- 
ize the vast amount of merchandise 
that is being moved. 

Steel production is still showing 
gains. The leading interest has added 
another blast furnace. The steel out- 
put has been increased from 73 to 74 
per cent. New railroad inquiries were 
eonsiderable this past week. Most of 
the cars are wanted for delivery in the 
first quarter, but it is believed by the 
steel trade that most of the tonnage 
required cannot be rolled before the 
middle of next year. The automotive 
industry is more active than usual for 
this time of the year. Finished steel 
prices continue unchanged, although it 
is felt that some advances are not un- 
likely. Old iron and steel prices as well 
as pig iron show weakening tendencies. 

Building permits for Chicago ex- 
ceeded those of the previous month, 
which was quite a surprise, as it was 
felt there would be a gradual decline. 
Over $11,000,000 worth of new struc- 
tures were announced over the week 
end. 

Mail order houses report gains in 
business. One firm showed 14.7 per 
cent gain over the same month last 
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year. The October sales of this firm 
were $4,000,000 better than any other 
month of the present year. Another 
mail order house showed an increase 
35.31 per cent over the same month last 
year and sales for ten months were 
14.59 per cent better than the same 
period last year. The largest 5 and 10 
cent store company reports an increase 
of nearly $1,500,000 over the same 
month last year. Another one of these 
companies reports sales for the first 
nine months of this year of over $42,- 
000,000 against $36,868,609 for the 
same period last year. 

Reports and figures from all sections 
indicate the present heavy demand for 
merchandise. Hardware is coming in 
for its share and sales are all that 
could be desired. There seems to be no 
feeling that the present good business 
is temporary but that it will continue 
to show this heavy volume and indica- 
tions point to the retail dealer as being 
convinced of this fact judging by the 
way future business is being placed at 
present prices. There are some lines 
that have advanced where future busi- 
ness is being secured. The dealers who 
bought at the first prices will save con- 
siderably over the dealers who are 
placing orders now. 


Alarm Clocks.—Manufacturers are 
working to capacity and are sold up 
well into 1923. There is an absolute 
famine in low priced watches with no 
immediate relief in sight from factories 
making them. There is also a serious 
shortage in some lines of alarm clocks. 
Sales continue in large volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots, $11.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 in case lots; 
Black Bird, $18.96 in doz. lots, $18.36 
in case lots; Bunkie, $20.88 in doz. 
lots, $20.16 in case lots; Lookout, 
$13.20 in doz. lots, $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, $14.64 
in case lots. 


Automobile Accessories.—Buying in 
the general line of accessories is very 
good, especially winter lines. Sales on 
skid-chains have improved. More in- 
terest is being shown in the line for 
holiday gift purposes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 46.Reliable jacks, 
$2.65 each; lots of 10, $2.25 each; twin- 
cylinder foot pumps, $1.35 each; doz. 
lots, $15; Simplex jacks, No. 36, $1.75 
each, doz. lots each, $1.60; weed 
chains, single lots 25 per cent dis- 
count, doz lots, 33% per cent dis- 
count; gray inner tubes, 30 x 3%, 
$1.25 each; red inner tubes, 30 x 3% 
$1.65 each: Bethlehem spark plugs, 
36c. each; Bethlehem spark plugs, 
mica type, 60c. each; Bethlehem 
spark plugs, standard porcelain type, 
58c.; Splitdorf plugs, 58c. each; lots 
of 100, 56c. each; Splitdorf plugs, 
Special for Fords, 50c. each; lots of 
100, 48c. each; Champion X plugs, 
45c. each; lots of 100, 41ic. each; 
Champion O plugs, 53c. each; lots of 
100, 50c. each; Hercules Giant, 60c. 
each; Hercules Junior, 35c. each. 


Axes.—Prices on axes are the same 
as last reported. There has been 
decided improvement in sales. De- 
liveries from the manufacturers are 
very slow. 


November 16, 1922 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 lIb., 
$13.50 doz. base; double bitted, $18.50 
doz. base; good quality black un- 
handled axes, same weight, single 
bitted, $12.50 doz. base; single bitted 
handled axes, $14.50 to $21.50 per 
doz., according to quality and to grade 
of handle. 

Bolts and Nuts.—Sales are reported 
ahead of last year with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 

Builders’ Hardware. — Local prices 
have advanced 10 per cent. All of the 
manufacturers of builders’ hardware 
have their output sold up to Jan. 1. 
The demand is the heaviest that it has 
been in years. There continues to be 
a shortage of butts, glass knob sets, 
and store door handles, and other items. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.00 doz. pr.; 4 x 4 steel 

. butts, old copper and dull brass finish, 
in case lots, $4.20 doz. pr.; heavy bevel 
steel inside sets, case lots, $7.20 doz.; 
steel bit-keyed front door sets, $1.80 
per set; wrought brass bit-keyed front 
door sets, $3.30 per set; cylinder front 
door sets, $7.50 per set, 


Baseball Goods.—Advanced prices 
will be put into effect soon. Remember- 
ing the shortage in baseball goods in 
the spring of 1922, dealers are specify- 
ing quite liberally for their require- 
ments in this line now and future book- 
ings are said to be very good and 
should be very heavy to get in before 
the price advance. 


Carving Sets.—Orders for Thanks- 
giving and holiday trade are being re- 
ceived in good volume. The popular 
priced sets from $3 to $6.50 are in very 
good demand. 

Chains.—Sales are reported excep- 
tionally good. Jobbers’ stocks are com- 
plete and deliveries from the manufac- 
turers are reasonably prompt. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil 
chains, $8.50 per 100 lb.; weldless coil 
chain, 50-5 per cent off list; No. 00 
4% electric welded cow ties, $2.85 per 
doz. 

Coaster Wagons.—Very satisfactory 
sales are reported and are ahead of last 
year. Manufacturers continue to accept 


orders for delivery after Jan. 1. 


Copper Rivets and Burrs.—Present 
prices on copper rivets and burrs are 
considered low. The demand is well 
above the average. 


We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 40-5 per cent discount. 


Field Fence.—Jobbers are booking 
orders for shipment after Jan. 1 with 
March 1 dating. Very satisfactory 
sales are reported. Current business 18 
a little lighter. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 63% per 
cent discount from lists. 


stocks, 
and 





November 16, 1922 


Files —Continued improvement in 
the sale of files is noted. There has 
been no change in price. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 


Firearms and Ammunition.—The ex- 
pected slowing down of sales by jobbers 
at this time has not been experienced. 
It is thought the demand will keep up 
steadily until after the first of the year. 


Food Choppers.—Stocks are good, 
but demand continues to increase with 
the market firm. 


We quote from jobbers’ mocha, 
f.o.b. Chicago: Universal, No. 
Hert Re No. 1, $15; No. 2, $18.20; No’ 


Galvanized Ware.—Sales continue in 
large volume. Prices are unchanged. 
Competition grades are unchanged in 
price, but heavy tubs and pails have 
advanced 5 per cent to 10 per cent. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized water pails, 8-qt., $2.00 doz.; 10- 
t $2.15 doz.; 12-qt., $2.40 doz.; 14- 

: 65 *.. NC ery wash tubs, 
, $6.25; , $7.25; No. 3, $8.25. 

Garden Hose---Rubber advanced 
about 5 cents per pound three weeks 
ago and cotton is still climbing. This 
combination is almost sure to cause an 
advance in the price of hose, although 
local distributors have not made any 
advances, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two-ply molded 
hose, 9% to 12%c. per ft.; %-in. cord 
hose, 8% to 10c. per ft.; %-in. 
wrapped hose, 9% to 13%c. per ft. 
Glass Oven Ware.—The retail trade 

is buying more freely than at any pre- 
vious time this year. Individual orders 
cover quite a variety of styles, an in- 
dication that retail stocks are down 
to comparatively small limits. New 
styles finding their way on the market 
are popular, retailers admitting the 
new goods go a long way in making 
a store display more attractive and 
salable. Prices are unchanged, with 
every indication of remaining firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Casseroles, Round, No. 
167, $12.00 doz.; No, 168, $14.00 doz.; 
No. 183, $12.00 doz.; No. 184, $14.00 
doz.; Oval, No. 193, $12.00 doz.; No. 
194, $16.00 doz.; No. 197, $14.00 doz.; 
Pie Plates, No. 202, $6.00 doz.; No. 
208, $7.20 No. 209, $7.20 doz.; 
Bread Pans, No. 212, $7.20 doz.; No. 
214, $12.00 doz.; Utility Aw od fame 231, 
$8.60 doz.; No. 232, $14.00 
Glass and hh th are just as 

heavy as ever, regardless of an average 
advance in the price of glass of 10 per 
cent put into effect two weeks ago. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
single strength B, up to 25-in. bracket, 

84 per cent off. Single strength A 

and single strength B, over 25-in. 

bracket, 83 per cent off. Double 
strength A, all brackets, 79 per cent 
off. Double strength B, all brackets, 

85 per cent off. Putty in 100-lb. kits, 

$3.65; commercial putty, $3.60; glaz- 

iers’ pvints, Nos. 1, 2 and 3, one-doz. 
packages, 65c. 

Hammers.—Deliveries from the man- 
ufacturers continue slow. The market 
is strong at present prices and sales are 
very lively. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 


nail hammers, $12 per doz.; 12-oz. 
Ball Pein, $9 per doz.; Competitive 


HARDWARE AGE 


forged nail hammers, $8 per doz.; cast 
steel hammers, $5 per doz. 


Hatchets.—Sales continue to be heavy 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; Com- 
petitive grade, $13.75 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
Competitive forged | _sninang hat- 
chets, No. 2, $9. 


Hickory HandlesThe market is 
very firm and the demand continues ex- 
ceptionally good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Hickory Handles— 
No. 1 hickory axe handles, $3 doz.; 

o. 2, $2 per doz.; finest selection sec- 
ond growth white hickory handles, 
$6 doz.; special white second growth 
hickory, $4.50 doz.; No. 1 hatchet and 
hammer handles, 90c. doz.; second 
growth hickory hatchet and hammer 
handles, $1.40 doz. 

Hinges.—A local advance of 10 per 
cent has been announced. There is a 
shortage of all kinds of hinges, and 
manufacturers are unable to produce 
enough to keep up with the demand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: omg 4 , ep hinges 
in tendion 4-in., $1.12; 
Gein, $1.84; Scins, $256: 10-In., °$3.96 
per dozen pairs. Extra heavy 3 
hinges in bundles, 4-in., $1.41; 5-in., 
raed 6-in., $1.85; $3.20; 10-in., 
$4.55 per dozen pairs. 

Ice pF se Freezers.—Orders on ice 
cream freezers for future deliveries are 
starting to come in nicely. It is a little 
early to expect very heavy future vol- 
ume and lower prices are thought to 
be impossible. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska, 
1-qt., $2.95; 2-qt., $3.45; 3-qt., $4.10; 
4-qt., $5.00, less 20-10 per cent. White 
Mountain, %-qt., $3.50; 1-qt., $30; 

,» $5.70; 3- -qt., $6.90; 4-qt., B are 

6- at.. » $10.50; 8- at., $13.50; oa 

$18.00; 12-qt., $21.60, less yA per cent. 

Arctic, 1-qt., $3.80; 2-qt., 3-qt., 

5.45; 4-qt., $6.80; 6-qt., $3.60: 8-at., 
11.10, less 50 per cent. 

Ice Skates.—Jobbers report that they 
continue to receive heavy orders from 
retailers. Manufacturers are working 
to capacity to fill orders taken earlier 
in the season. This is expected to be 
an exceptionally good year for ice 
skates. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key clamp rocker, 
men’s and boys’, bright finish, 70c. 
per pair; key clamp hockey, $1.03 per 
pair; half key clamp hockey, women’s 
and girls’, 96c. per pair; half key 
clamp hockey, women’s and girls’, 
$1.26 per pair. 


Lanterns.—Jobbers’ stocks are good, 
but demand is unusually heavy. 


We quote from -jobbers’ stocks 
f.o.b. Chicago: No. 0 tubular, $6.96 
per doz. Monarch tin lanterns, hot 
blast, $8.25 per doz. No. 2 Dietz cold 
blast lanterns, $13.00 per doz.; with 
large founts, $14.25 per doz.; scout 
$6.00 per doz. 


Lawn Fence and Gates.—Orders for 
shipment Jan. 1 with March 1 dating 
are being booked in very satisfactory 
volume. 


We quote from jobbers’ stocks, 
Chicago: Lawn fence, 58 per cent dis- 
count; galvanized gates, 45 per cent 
discount; painted gates, 55 per cent 
discount. 


Lawn Mowers and Grass Catchers.— 
Dealers, remembering the shortage for 
lawn mowers during the past season, 
have anticipated their wants this year 
more freely than ever. Future sales to 
date are ahead of last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 12-in. $5.20 each net; 


14-in., $5.50 each net; 16-in., $5.85 
each net; 18-in., $6.20 each net; Ball 
bearing lawn mowers, 4 blades, ad- 
justable bearings, 8-in. drive wheels, 
finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive 
wheel, 4 tempered steel blades; reel 
6-in. diameter, finished in aluminum, 
ssig and green, red and gold striped, 

9.50 each net. Same, 16-in., $9.95 
each net; same, be $10.45 each 
net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjust- 
able heavy iron bottom, white duck, 
for mowers 12 to 16-in., $9 per doz. 
net. Same for mowers 16 to 20-in., 
$10.50 per doz. net 


Nails.—The volume of business is ex- 
ceptionally good and stocks have not 
improved. All sizes of nails are very 
hard for distributors to obtain, but it 
is expected the demand will slow down 
a bit with colder weather. 


We quote from jobbers’ 


stocks, 
f.o.b. Chicago: 


Common wire nails, 


$3.45 per keg base. The extra for gal- 
vanized nails is now $1.50 for 1-in. 
rt 

n. 


longer; $2.00 for shorter than 

Oil Heaters.—Very satisfactory sales 
on oil heaters are reported and general 
improvement is noted. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Florence black oil 
heaters. $7.00 each list; nickel trim- 
med, $8.50 .each list; blue enamel, 
$10.50 each list, all subject to 30-5 per 
cent discount. Perfection Oil Heat- 
ers, black, $6.75 each list; nickel trim- 
med $8. 25 each list; blue enamel, 
$10. 30 each list, all subject to 30 per 
cent discount. 


Radio.—Complete sets are having 
good sales. Radio outfits are expected 
to be the best selling Christmas articles 
in the hardware trade. Colder weather 
will show increased sales. 


Refrigerators—Present prices are 
low and a fair volume of future busi- 
ness is being booked, as during the past 
season a great many dealers suffered on 
account of not being able to obtain re- 
frigerators when they were needed. It 
is felt late orders will not insure early 
delivery. 


Roofing and Building Paper.—Sales 
continue to be very heavy, but orders 
are being filled complete. Manufactur- 
ers report that they are working to 
capacity to fill current orders. Some 
softening in prices is reported in the 
way of “special sales” for November. 
from jobbers’ stocks, 

f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.85 per 
square; best tale surfaced, $2.25 per 
square; medium tale surfaced, $1.60 
per square; light tale surfaced, 90c. 
per square; red rosin sheathng, $65 
per ton. 

Rope.—Current sales are reported 
good. Fair volume is being obtained 
on future business. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 16%c. to 18%c. 
per lb.; No. 2 Manila rope, lic. to 
16%c. per lb. base; so-called hard- 
ware grade manila rope, 15%c. per 
lb.; No. 1 sisal rope, highest quality, 
standard brands 12%c. to 15%c. per 
lb. base; No. 2 sisal rope, standard 
brands, llc. to l4c. per Ib. base. 

Sash Cord.—Prices have again been 
advanced. This follows advances made 
by manufacturers as_ reported last 
week, 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 sash_ cord, 
standard brands, $9.40 per doz. hanks; 
No. 8, $10.85 per doz. hanks. 

Sash Weights.—The manufacturers 
are short of scrap and are behind on 
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orders. Prices still show advancing ten- 
dency. 


We quote from jobbers’ 
f.ob. Chicago: Flat head 
per ton. 


Screws.—Sales are considered good 
and the market firm. Present prices 
should hold until the first of the year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new list; 
flat head brass, 78-5 per cent new 
list; round head brass, 70-20-5 per 
cent new list; japanned, 70-20-5 per 
cent new list. 


Shearing and Clipping Machines.— 
Orders are being booked in excellent 
volume. 

We quote from jobbers’ stocks, 
f.ob. Chicago: Stewart No. 1 ball- 
bearing clipping machine, $10.75; No. 
360 top plate, $1.00; No. 361 bottom 
plate, $1.50; dealer’s discount 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages; hanging 
type, $80.00; pedestal type, $85.00; 
dealer’s discount 25 per cent. 


Sleds.—Good holiday business is re- 
ported and very satisfactory orders for 
sleds have been received by local job- 
bers during the past week. The better 
grades of sleds are said to be scarce. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 33-in., $11.00 doz.; 36- 
in., $13.50 doz.; 40-in., $16.00 doz.; 
45-in., $20.50 doz.; 56-in., $27.00 doz. 
Snow Shovels.—Sales have improved 

some during the past week. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Galvanized steel snow 
shovels, ribbed steel blade, 7% x 10- 
in., ash D handle, $2.50 per doz. Same 
ribbed steel blade, 21 x 16-in., rein- 
forced back, D handle, $10.90 per doz. 
Same spring steel blade, 16 x 18-in., 
japaned D handle, $10.30 per doz. 


Solder and Babbitt Metal.—Prices 
have advanced following general mar- 


stocks, 
bright 


Office of HARDWARE AGB, 
410 Unity Building, 
Boston, Nov. 11. 


i= from a slightly more pro- 
nounced shortage in certain lines 
of merchandise, the New England hard- 
ware market has shown little important 
change during the past week. Hardly 
any price changes of moment are noted, 
and the volume of passing business, fig- 
ured in tonnage or dollars and cents, is 
of sizable proportions. This shortage 
business, however, is growing slowly 
yet steadily more serious. When, at 
first, other sections of the country re- 
ported a shortage of hardware, little 
attention was paid here. Wholesale 
houses presumably had enough stock on 
hand or could quickly fill in with one 
or more of the many lines of hardware 
manufactured in New England. As the 
demand has spread to those lines made 
in other sections of the country, the 
realization has grown that it is pro- 
gressively more difficult for producers 
to deliver merchandise on specified or 
approximate dates. 

To-day wholesale hardware firms, es- 
pecially the shelf trade, attach much 
significance to the supply situation and 
outlook, because as week after week 
slips past it grows more, rather than 
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ket advance. Prices are reported higher 
and still advancing, as lead and espe- 
cially tin are strong. Sales are excel- 
lent. 


We quote from jobbers’ stocks, 
Chicago: Warranted 50-50 

25 per 100 lb.; medium 45-55 

24 per 100 lb.; tinners’ 40-60 

per 100 lb.; high-speed 


d 
babbitt metal, $20 per 100 Ilb.; stand- 
= No. 4 babbitt metal, $10 per 100 


Steel Goods.—Because of the advance 
in labor and everything that goes into 
the manufacture of steel goods, they 
appear to be a good buy at present 
prices. Dealers are fairly liberal in an- 
ticipating their future wants. There is 
nothing in sight to indicate any price 
changes. 

Steel Sheets.—Prices are the same as 
last reported and the market is very 
firm. Deliveries, while slow, are slight- 
ly improved. Local stocks are well sup- 
plied, and orders are filled promptly 
without shortage. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: as-anee galvanized 
sheets, $5.85 per 100 lb.; 28-gage black 
sheets, $4.85 per 100 lb. 


Stove Pipe, Elbows, Etce.—Factories 
are still badly behind on orders, but 
this week shows great improvement in 
deliveries. Prices are very firm. Fire- 
place fixtures and screens are in tre- 
mendous demand, with stocks low. All 
stove goods, such as pokers, shakers 


and lid lifters are selling in large quan- 


tities. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Stove Pipe, 6-in. 31- 
gage, $11; 30-gage, $12; 28-gage, $14; 
26-gage, $16; 6-in. elbows 30-gage, 
$1.25; 28-gage, $1.50; 26-gage, $1.75 
per doz. Coal Hods, Galvanized, 17- 
in., $5.00 per doz.; Crystal Stove 
Boards, 33-in., $20.85 doz. 


BOSTON 


less, serious. Every one of the shelf 
hardware firms here, at least, are urg- 
ing the retail trade to cover on spring 
requirements. The goods do not neces- 
sarily have to be delivered iy now 
and after the holiday trade. The main 
idea of the average jobbing firm is to 
get a line on what regular customers 
will require and to make suitable ar- 
rangements to supply same. Jobbers 
make no bones of saying they cannot, 
under the circumstances guarantee de- 
liveries. Certain of the mill supply 
firms are taking similar action. The 
heavy hardware houses are not doing 
so except on certain kinds of stock. Yet 
the whole situation appears to be shap- 
ing up into a tight position, which ap- 
parently cannot be sidetracked unless 
economic conditions materially and un- 
expectedly change. 

That jobbers’ efforts to get retail 
dealers to cover spring requirements 
are in some instances bearing fruit is 
attested by increased bookings in this 
district the past week. Such buying, 
however, so far has been only by the 
strongest of retail firms. Seasonable 
buying shows no abatement, and is run- 
ning well ahead of that for the corre- 
sponding period last year and even with 
cr better than the year before that. 


November 16, 1922 


Toys.—Local distributors have a 
complete line of toys on display and 
state that mechanical and educational 
toys are in large demand. As the holi- 
day season approaches, it is advisable 
that all dealers check up their stocks 
very carefully on this line, as very 
profitable sales from toys can be ob- 
tained. Sales are reported to be good, 
with a very general demand. 

Traps.—The demand for game traps 
is excellent. Factories are behind and 
sold out on some sizes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0 Victor, $1.53 
doz.; No. 1, $1.83 doz.; No. 1%, $2.75 
doz.; No. 2, $3.60 doz.; No. 1 Oneida 
Jump, $2.20 doz.; No. 1%, $3.17 doz.; 
No. 2, $4.88 doz.; No. 115X Triple 
Clutch, $2.75 doz.; No. 215X Triple 
Clutch, $4.88 doz. 

Wire Goods.—New prices on wire 
cloth and poultry netting announced. 
It is felt that these prices will be close- 
ly adhered to, as some business was re- 
ported to have been taken earlier in 
the season at unprofitable figures. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 Black annealed 
wire, $3.20 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.10 per 100 1b.; 80-rod spool gal- 
vanized hog wire, $3.85 per spool; No. 
8 galvanized plain wire, $3.70 per 100 
lb.; Polished fence staples, $3.75 per 
100 lb.; catch weight spools painted 
barb wire, $3.75 per 100 lb.; 12 Mesh 
black wire cloth, $1.85 per 100 sq. ft.; 
12 Mesh galvanized wire cloth, $2.15 
per 100 sq. ft.; Galvanized before 
poultry netting, 56 per cent discount; 
galvanized after poultry netting, 51 
per cent discount. 


Wrenches.—Very satisfactory sa 
are reported and prices are firm. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Agricultural wrenches, 


60 per cent; engineers’ wrenches, 40 
per cent; knife handles, 50 per cent. 


Ammunition. — Drop shot has been 
advanced an additional 10 cents per bag, 
making a total of 20 cents in less than 
a month. The higher prices are based 
entirely on the further advance in pig 
lead, and not on any noticeable increase 
in retail buying. The call for loaded 
shells, on the other hand, is expanding, 
and it looks very much as though it 
would continue encouraging inasmuch 
as hunting, as a sport, is growing stead- 
ily more popular. 


We quote from Boston jobbers’ 
stocks: 

Ammunition. — Loaded 
and 1 per cent discount; rim fire 
cartridges, 25 per cent discount; 
center fire cartridges, 18 per cent 
discount. 

Drop Shot.—Smaller than B, $2.50 
per bag; B and larger, $2.75 per bag. 
Air rifle, Boy Scout, shot, $4.60 per 


case, 

Apple Parers.—Little of interest 
from the wholesale house view is trans- 
piring in apple parers. But retail sales 
have been and are highly encouraging 
and many a dollar will have been made 
in this line of goods by Jan. 1 next. 
Apples have not been as plentiful and 
cheap in New England for several years 
as they are to-day. 

We quote from 
stocks: 
Apple Parers.—Little Star, $9 per 


doz. Rocking Table, $12 per doz.; 
Turntable, $12 per doz. 


shells, 25 


Zoston jobbe! 3’ 
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Barrels.—At the election held Tues- 
day last two referenda were rejected 
by the voters of Massachusetts, one be- 
ing a prohibition enforcement. Judg- 
ing from sales of cider barrels previous 
to election day, a lot of people evident- 
ly figured it was just as well not to take 
«a chance of getting in a home supply. 
The sale of such barrels in this terri- 
tory is far in excess of any previous 
record and the end is not in view. 


We Boston jobbers’ 
stocks: 

Oak Cider Kegs.—5-gal., $1.65 each; 

$2.35; 15-gal., $2.70; 20-gal., 
; 25-gal., $3.85; 30-gal., $4; 50- 
$4.90. 

Batteries and Bulbs.—Sales continue 
large and have involved a wide variety 
of styles, both for immediate and holi- 
day wants. Prices are reported as firm 


and unchanged all down the line. 


Canned Heat.—A demand for this 
class of merchandise is constantly crop- 
ping up, which is of sufficient propor- 
tions to keep jobbing house interest 
constantly alive. Plans already have 
been formulated for a spring drive on 
these goods. The constantly increasing 
number of automobile owners creates 
an expanding field for sales, and an ef- 
fort will be made to make 1923 canned 
heat sales the largest ever. 


We quote from Boston jobbers’ 
stocks: Sterno, $10.80 per rose, in 
any quantity; Theroz, $14.70 per 
gross, in any quantity; No. 4006, 90c. 
per doz. net or $10.80 per gross; 
larger size, $2.10 per doz. Sterno 
cooking ware, No. 4001, stand “Van 
boiler (small), $9 per doz.; No. 4041 
(large), $24 per doz.; 3314 per cent 
discount. Tea_ kettle, with tray, 
$3.50 net each. Folding stoves, single 
burner, $24 per doz.; double burner, 
$30 per doz.; discount 33% per cent. 

Theroz Cooking Ware. — Paragon 
burners, 10c. each; No. 4 burners, $2 
per doz.; Continental (copper), $4 per 
doz.; Continental (nickel), $3 per 
doz.; blue flame stoves, two burners, 
$2.35 each; combination mess kits, 
$3.33 each. 


Chain—Sales are increasing, al- 
though slowly. One encouraging fea- 
ture of the market is that current needs 
call for all sizes from the small to the 
largest of the many kinds on the mar- 
ket. 


We 
stocks: 
Machine Chains. — Twist lengths, 
fy-in., = per Ib.; %-in., 13c. per 
lb.; ye-in., 12%c. per lb.; long or 
open length link chain, *! -in., 16%4c. 
per Ib.; %4-in., 15c. per Ib.; 93/32- in., 
14e, per lb.; #s-in., 12%c. per lb.; %- 
in., lle. per lb. 
Proof Coil Self Colored Chain.—}x;- 
in., $13.30 per 100 Ib.; Y%-in., $12.15; 
fo-in., $10. 20; %-in., $8.95; ye-in. 
$8.60; %%-in., $7.70; 9/16- in., $9.25; 5% - 
in., $8.95; %-in., $8.60; %-in., $8.30; 
14%-in., $8 per 100 Ib. 
Clippers.—Long hair worn in football 
days is no longer popular or something 
else has happened to change the fashion 
of man, otherwise sales of toilet clip- 
pers would not be as large at this time 
of the year as they are to-day. The 
movement of horse and similar clippers 
out of stock holds up well. 
We _ quote from Boston jobbers’ 
stocks 
Toilet Clippers. — Chicago Flexible 
Shaft A-1, $1.50 Ac oat Khedive, $1; 
Pilgrim No. 00, $1.10; Plymouth. No. 
0, 95c., No. 00, $1.10; Success, No. 1, 
$1.50, No. 0, $1.65: No. 00, $1.88; 
Capital, No. 1, $2.35; No. 00, $2.60; 
Andis, No. 0, 00 and 000, $2.75; Amer- 
ican Gentleman, $1.50. list. 
Stewart No. 1 Ball Bearing Clipping 


quote from 


quote from Boston jobbers’ 
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Machine, $10.75; No. 360 Top Plate, 
$1; No. 361 Bottom Plate, $1.50; 
dealer's discount, 25 per cent. 

Stewart Electric Clipping Machine, 
all standard voltages; hanging type, 
$80, f.o.b. Chicago; pedestal type, 
$85, f.o.b. Chicago; dealer’s discount, 
25 per cent. 

Cotters—The J. H. Williams & Co., 
Brooklyn, is out with a new price list 
on spring and cellar box cotters, flat 
spring and flat riveted keys, which 
shows a modified advance. 


Cutlery.—Each day finds an increas- 
ing number of orders for cutlery in local 
jobbers’ hands, and the wholesale trade 
in other sections of New England have 
equally encouraging reports. The de- 
mand is growing broader and is running 
into higher-priced stock than hereto- 
fore. Prices are steady and unchanged. 


Drills and Reamers.— Drills and 
reamers remain comparatively cheap 
and this fact is reflected in going busi- 
ness. More drills will have been sold 
in this territory in 1923 than in any 
year since war days. Stocks are in fair 
condition and only where special goods 
are needed do we hear of any slowing 
up in deliveries. 

We 
stocks: 

Drills.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 70 and 
10 per cent discount; bit stock drills, 
60 and per cent discount; center 
drills, 65 and 5 per cent discount; 
drills and countersinks combined, 30 
ner cent discount; rachet drills, 35 
per cent discount: wood boring brace 
bits, 50 per cent discount; high speed 
drills, 50 and per cent discount; 
jobbers, letter and number sizes, 50, 
10 and 5 per cent discount. 

Reamers. — Eit stock, 30 per cent 
discount; bright square and Ss 
standard makes, 65 per cent discount; 
checking, 25 per cent discount; 
tapered pins, 40 per cent discount: 
escutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 
20 per cent discount. 


Galvanized Ware.—That the average 
person will not buy goods while prices 
are declining and will not hesitate to 
do so when values are advancing is be- 
ing demonstrated in the local market 
for galvanized ware. Not so long ago 
it was hard to interest retai] dealers be- 
cause prices were going off nearly every 
week. Now that the market has turned 
upward, salesmen report no difficulty in 
making a sale in every town and city 
they go into. 

We 
stocks: 
Ash Cans. — Galvanized, No. 04118, 
$2.75 each; No. 109, $4.25 each. 
Hods.—Japanned, with wood 
9S, 15-in., $3.16 per doz.; 16-in., 
$3.75; galvanized, with 
handles. 15-in., $4.34; 16-in., 
80; 17-in., $5.16; 18-in., $5.60. 
Pails.—8-qt., $2.25 per doz., 10-qt., 
$2.54 per doz., 12-qt., $2.78 per doz., 
14-qt., $3.12; heavier pails, 40 lb. to 
the dozen, $4.30 per doz., 50 lb. to 
the doz., $5.50 per doz. 
Tubs —No. 200, $12.35 
No. 300, $13.75 per doz. 
Garbage paar ta are me A 
3.3 .68 per doz.; No. 2, $1.48; No. 4, 


Retrigerator Pans. — No, 2, $4.45 

per doz.; I 3, $5.50 per doz. 

ilies cial are not having as 
much trouble in selling window glass as 
they are in getting something to sell. 
Stocks are not only broken, but they 
have been so for some time and nothing 
the glass makers say indicates much 
relief. Prices are firm on the recently 
upward revised basis. 
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quote from Boston jobbers’ 
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quote from Boston jobbers’ 
stocks: 

Window Glass.—Single A, 82 per 
cent discount; single B, 83 per cent 
discount; double A, 83 per cent dis- 
count; double B, 84 per cent discount. 
By the light, 80 and 10 per cent dis- 


count, 


Heaters.—All kinds and makes of 
heaters continue in demand. Some job- 
bing firms have experienced difficulty in 
filling orders. No change in prices is 
reported and none is contemplated the 
balance of 1922, at least. 


We 
stocks: 

Oil Heaters.—Danglar —, 
$6.65 each; No. 261, $8; No. 266 
No. 271, $10.75. Discount oh 
trade 33% per cent. 

Florence line, black, $5 each, 
the dozen, $4.65 each; nickel, 
each, by the dozen, 
$7.50 each, by the dozen, $7 each; 
large heaters, capacity approximately 
one and one-half gallons of oil, 
black, $8.50 each, by the dozen, $8 
each; nickel, $9.75 each, by the dozen, 
$9.35 each; blue, $12.25 each, by the 
dozen, $11.75 each. All prices net. 


Boston jobbers’ 
No, 251, 
, $9. 50: 

the 


quote from 


Hockey Sticks.—Supplies of this class 
of merchandise have shrunk to small 
proportions, and at the present rate of 
buying will soon be depleted. 

We 
stocks 


quote from Boston jobbers’ 


Hockey Sticks. — Popular selling 
numbers, boys’, ash, $3.60 per doz.; 
men’s rock elm, $7.75 per doz.; spe- 
cial high grade, $13.50 per doz. 

Hot Plates.—Hot plates, which en- 
joyed a record-breaking spurt of activ- 
ity earlier in the year and then had a 
relapse, are beginning to show signs of 
life again. Most of the buying for the 
past week was of a holiday character. 

We quote Boston jobbers’ 
stocks: 

Hot Plates.—In less than dozen 
lots, $1.45 each; in dozen lots, $1.40 
each; in three dozen lots, $1.35 each. 
Ice Skates—The market is a little 

more active, but business could be a 
whole lot better. Here and there one 
finds some shading of prices, usually 
on odds and ends. Those on standard 
makes do not appear to change. 

We 
stocks: 

Ice Skates. — Boys’ key clamp 
skates, Toc. per pair and upward. 
Girls’ key clamp strap heel skates, 
$1 per pair and upward. 

Outfits. — Welt shoes hardened 
skates, boys’ and girls’, $4.35 per out- 
fit and upward. 

Iron and Steel.—Jqbbing stocks of 
iron and steel are in fairly good condi- 
tion. Shipments from the mills have 
slowed up, however, and some appre- 
hension as to stocks later in the winter 
is expressed. At the moment a very 
fair tonnage of stock is moved daily, 
with no change in prices reported. 

We 
stocks: 

lron.—Refined, 
base; 


from 


quote from Boston jobbers’ 


from Boston jobbers’ 
$3.06% per 100-Ib. 
best refined iron, 7”) 50; Wayne 
aged $5.50; Norway iron, $6.60 to 
‘. 


Steel.—Soft steel bars, $3.06% per 
100 lb. base; flats, $3.85; concrete 
bars, plain, stock lengths, H 
angles, channels and beams, $3.06% 
to $3.16%; tire steel, $4.50 to $4.85; 
open-hearth spring steel, $5 to $6.50; 
steel bands, $4.25: steel hoops, $5.75: 
na steel, $5 to $4.50; toe calk 
stee 


quote 


Nails.—Nails are apparently just as 
scarce as ever. Jobbers have more back 
orders on file than they possibly can 
fill during the remainder of 1922. The 
wire nail situation appears to be more 
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unsatisfactory than that for other 
kinds. 
We _ quote from Boston jobbers’ 


stocks 
Nails. —Wire, $3.70 per keg, base, 
in less than 


from store; from mill, 
carload lots, $3.05 per keg, base, and 
in carload lots, $2.80 per keg, base, 
f.o.b. Pittsburgh; cut nails, $4.15 per 
keg, base, from store; from factory, 
in less than carload ‘lots, $3.85 per 
keg, base; galvanized nails, 1 in. and 
longer, add $1.75 per keg, shorter, add 
$2.25; hard steel nails, $3.85 per keg, 
base, from store. 


Papers.— Roofing and tarred felt 
papers continue to enjoy a broad mar- 
ket. Individual orders do not involve as 
large tonnage as noted a month or two 
ago, but in the aggregate they are flat- 
tering. 

bo _ quote from Boston jobbers’ 
stoc 


Roofing Paper.—Bermico paper, $75 
per ton, f.o.b. Boston stock. Tarred 
felt paper, $61 per ton from stock. 
Taps.—Taps and dies of all kinds and 

makes continue in demand. October 
shipments by the Greenfield Tap & Die 
Corporation, Greenfield, Mass., were 66 
per cent larger than those for the cor- 
responding period last year, while the 
gain for the first ten months of the 
year was 24 per cent. Another Massa- 
chusetts tap maker contemplates the 
erection of a plant addition in the hope 
of increasing production. These are but 
two of many indications of the come- 
back in the tap and die industry during 
1922. 


We quote from jobbers’ stocks: 
Pipe taps, right hand, % to 1-in., 65 
per cent discount; 1%-in. to 2-in., 50 
per cent discount. 


Rivets.—Copper rivets and _ burrs 
have been advanced about 10 per cent, 
now being generally quoted at 40 and 10 
per cent discount. Other kinds of rivets 
are constantly selling, although the 
general market is far from active. 

We quote from Boston jobbers’ 


stocks: 
Rivets.—Structural, button head, 2 


to 5 in., long, %-in. and larger, $4 per 
keg; %- -in. and 11/16-in., $4.15; %4-in., 
i lo ong, %-in. and 

5%-in. and 11/16-in., 

° Cone head boiler 

long, %-in. and 
and 11/16-in., 
to 2-in. long, 


% -in. a ‘jarger, $4.35; %-in. and 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Nov, 13. 


1 ig rapid increase in output of iron 
and steel after the final settlement 
of the coal and railroad strikes, is 
graphically set forth in figures just 
published showing that the output of 
pig iron by all the blast furnaces in the 
country in October was 2,637,844 tons, 
an increase over September of about 25 
per cent. At present there are 218 
blast furnaces in operation against only 
189 on Oct. 1. 

The increase in output of semi- 
finished steel in the shape of billets, 
slabs and sheet bars, the latter used 
in making sheets and tin plate, is almost 
as great as in pig iron. At present this 
country is making steel at the rate of 
close to 38,000,000 tons per year, the 
largest output at any time since 1920. 
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ie in., $4.50; %%-in., $4.85. Iron 
rivets, small, 50 aah 10 per cent dis- 
count. 


Rules and Levels.—Rules and levels 
are selling all the time. Some local 
jobbing concerns report more or less 
difficulty in getting enough of certain 
styles and makes to fill orders prompt- 
ly. Rule makers in general are doing 
their utmost to keep up with incoming 
business. 

We quote from Boston jobbers’ 
stocks: 

Levels.—Stanley Rule & Level Co. 
line. No. 44, bit, 36c. each; No. 41 
pocket, $1.61 per doz.; No. 31, 2%-in., 
hexagon, 34c. each; No. 3914, mechan- 


ics, 60c. each; No. 36, 12-in., metallic, 
$1.75 each. 


Sash Cord.—The opinion in hardware 
circles, because of the pronounced 
strength of raw cotton, is that higher 
prices on sash cord will soon prevail, 
but everybody is waiting their cue from 
the manufacturers. 


We quote from Boston jobbers’ 
stocks: 

Sampson spot cord, 68c. per Ib., 
base; Acme, lic. per Ib., base; Sa- 
cham, 42c. per Ib., base. 
Screws.—Things are going along 

about the same in this market. The 
demand is practically normal, and while 
shipments from makers have improved, 
there is-just enough delay to keep 
everybody in distributing circles on pins 
and needles all the time. The market, 
with prices holding firm, is certainly in 
a good position. 

We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head bright, 

77% and 5 percent discount; flat head 
blued, 77% and 5, plus 5 per cent dis- 
count; round head blue, 75 and 5 per 
cent discount; flat head brass, 72 and 
5 per cent discount; round head brass, 
70 and 5 per cent discount; flat head 
galvanized, 62% and 5 per cent dis- 
count; flat head nickel and round 
head nickel; 65 and 5 per cent dis- 
count. 

Machine Screws, etc.—Coach screws, 

50 per cent discount; set screws, in- 
cluding headless, 60 and 7% per 
cent discount; cap screws, square 
and hexagon, 60 and 7% per cent dis- 
count; lag screws, 50 per cent dis- 
count; iron machine screws, flat and 
round head, 60 per cent discount. 
Sheets.—Blue, black and galvanized 
sheets are, perhaps, in slightly better 


request, with values well maintained. 


PITTSBURGH 


With railroad conditions showing some 
improvement, there is almost certain to 
be further material gains in output of 
both pig iron and steel, and this will be 
reflected in gains in production of 
finished steel products, from which 
heavy hardware goods are made. This 
in turn will increase output of these 
goods, and will relieve, to some extent 
at least, the shortage in supply of some 
hardware goods which has been felt for 
some time. 

This increase in output of semi-fin- 
ished and finished steel products is hav- 
ing the effect of causing an easing off in 
prices, to which we have referred in sev- 
eral of our reports recently. Buyers are 
said to be placing at present only about 
30 per cent of the tonnage that is being 
turned out by the steel mills, they oper- 
ating mostly on orders placed some time 
ago. The scarcity in supply of some 
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Jobbers say they have experienced diffi- 
culty in getting all the stock they 
wanted from the mills. 


We quote from Boston jobbers’ 
stocks: 
Sheets, No. 

r 100 lb.; No. 28, black, 
8 galvanized, $6.40. 


Thermometers.— The demand has 
been a little better during the past fort- 
night or so, many retail hardware deal- 
ers having taken advantage of the low 
prices quoted by certain wholesale 
firms. Generally speaking, stocks are 
in excellent shape. 


a. quote from Boston jobbers’ 
stocks: 

Thermometers, house, _ glass, 
8-in., spirit or mercury, per doz.; 
10-in., $10 per doz. ae tin case, 
7-in., 20 net; 8-in., $1.38; 10-in., 
$1.50. Tyco tin case, standard, heavy, 
8-in., $13.50 per doz.; 10-in., $16.50. 
Wood back thermometers, household 
assortments, $2; Sunrise, $4. Higher 
grades, $6 to $13.50 per doz. 


Trucks.—Ash can trucks are selling 
all the time and indications are that 
wholesale stocks, as well as retail, will 
clean up well this fall. Prices are re- 
ported steady and as heretofore. 


be quote from Boston jobbers’ 
stoc 

Ash Can Trucks, Clark’s, $36. 00 per 
doz.; Little Man, $33.00 per doz. 


Vises.—Vises made in centers outside 
New England, on order, are not coming 
forward as fast as desired. New busi- 
ness, say the jobbers, holds up well. 


We quote from Boston jobbers’ 
stocks: 

Vises. — Standard makes, list less 
33% per cent discount on those bench 
styles selling at $12 to $20. Com- 
bination bench and pipe, 25 per cent 
discount. 


Wire Goods.—Quite a little forward 
business in wire goods for spring deliv- 
ery is noted, but it runs very largely to 
wire suitable for chicken yards. 


We quote from Boston jobbers’ 
stocks: 

Wire Cloth.—Black, from stock, $2.15 
per 100 sq. ft.; from factory, $1.90, 
f.o.b. Pittsburgh. Galvanized, from 
stock, $2.70 per sq. ft.; from 
factory, 40 ~~ f.o. 7 Pittsburgh. 
Bronze, from stock, 7 r sq. ft.; 
from factory Tc. ‘f.0. . Pittsburgh: 
Pearl, from stock, 4iKc. per sq. ft.; 
from factory, 3%c. f.o.b. Pittsburgh. 

Wire netting, hexagon, from store, 
40 and 10 per cent discount; from 
factory, 50 and 5 per cent discount, 
f.o.b. Pittsburgh. 


10 blue annealed, $4.15 
$5.40; No. 


steel products is being overcome, but in 
wire nails and small steel pipe there ‘s 
still a considerable shortage, and on 
these two products the mills are not 
catching up very fast. 

The question of what the Steel Cor- 
poration will do in the matter of prices 
on sheets and tin plate for the first 
quarter of 1923 is taking the attention 
cf the consumers at present. There are 
reports that tin plate may be put on 
the basis of $5 per base box for the 
first six months of next year, and that 
the American Sheet & Tin Plate Co. 
may advance sheets about $3 per ton 
for delivery in the first quarter. How- 
ever, these reports are pure guesswork, 
and have not been officially confirmed in 
any way. Shects are none too strong 
in price at present, and demand is 
quieter than it has been in some months. 

No important changes in steel prices 
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were made in the past week, but there 
is a general easier tendency all along 
the line. Pig iron is about $1 per ton 
lower in all markets, and the demand 
is light. Coke has gone off more, best 
grades being about $7.50 per net ton at 
oven, about half the price it sold for 
during the coal strike. Buyers are 
placing orders sparingly, and there is 
practically no buying for first quarter, 
consumers being of the opimion that 
prices may show some recession about 
the first of the year. 

In the hardware trade the situation 
is fairly satisfactory: Sales of shelf 
hardware and of holiday goods are in- 
creasing, and will expand right up to 
Christmas. Buying is being done much 
earlier than usual, and goods of the 
higher quality are moving out freely. 
Cctober in dollars and cents was the 
best month the hardware trade has had 
in two years, and November is starting 
out well. 

Price changes in hardware are few 
this week, and not of great importance. 
It is believed there will be more sta- 
bility in prices from this time on than 
there has been for a long time. Some 
jobbers are of the belief that prices of 
manufacturers on some lines of goods 
are too high, but the makers say their 
costs have gone up so tremendously in 
the past few months that they are fully 
justified in holding to their present quo- 
tations on these lines of goods. All 
kinds of labor are practically on a war 
basis, and Judge Gary has said lately 
that 85 per cent or more of the cost 
of making a ton of steel is in labor. 
This holds good in many lines of hard- 
ware, and with the cost of living going 
up instead of coming down, it is abso- 
lutely impossible to bring labor down. 

Collections are reported uniformly 
good, and merchants are looking for- 
ward to a busy season until the holidays 
come. Labor is much better employed 
than at this time last year, and holiday 
trade will no doubt be heavier than it 
was last year. 


Axes.—These goods are moving out 
in a fairly satisfactory way, and prices 
based on the last several advances are 
reported as holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh as follows: 

First grade, single bitted axes, 
handled, $19.00 per doz.; unhandled, 
$15.00 per doz.; double bitted axes, 
handled, $24.00 per doz.; unhandled, 
$20 per doz.; second grade axes, 
single bitted, handled, $17.50 per doz.; 
unhandled, $14.50 per doz.; double 
bitted, handled, $21 per doz.; unhan- 
dled, $18 per doz. 


Automobile Accessories.—Sales are 
holding up well, especially in seasonable 
goods such as chains, robes and other 
winter goods. Accessories are used 
largely now in making holiday gifts, 
and dealers look for good business in 
the higher-priced lines right up to the 
holidays. 

We quote from jobbers’ stocks, 
f.o.b. Pittsburgh as follows: 

Millers Falls, No. 145 socks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, 
$3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 
50: Champion X spark plugs, 45c. 
each for less than 100 and 43c. each 

for over 100; Champion regular, 53c. 
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each for less than 100, all sizes; 50c. 
each for over 100. 


Builders’ Hardware.—The recent ad- 
vance of about 10 per cent in prices on 
builders’ hardware, such as locks and 
general house furnishings, first an- 
nounced by the Reading Hardware Co., 
has also been made by several other 
makers, in fact is now quite general. 
There has been some falling off in new 
building in this district, but the demand 
for builders’ hardware is holding up 
very well. 


Brushes and Brooms.—The Indian- 
apolis Brush & Broom Mfg. Co., In- 
dianapolis, Ind., issued a new price list 
under date of Oct. 28 showing advances 
in prices on some of its goods of about 
10 per cent. 


Bolts and Nuts.—Present demand is 
very quiet, but jobbers and consumers 
are specifying freely on contracts placed 
prior to Oct. 1. It is said that in some 
cases the prices named recently by the 
makers are not being strictly held. 
There is no disposition on the part of 
the buying trade to place orders for 
first quarter, as they figure prices will 
not be any higher than they are now, 
on the contrary, they figure they may 
be lower. Discounts being quoted on 
bolts and nuts, also the prices on rivets 
to the large trade are as follows: 


Machine bolts, small, rolled threads, 
60 and 5 per cent off list. Machine 
bolts, small, cut threads, 50 and 10 
per cent off list. Machine bolts, 
larger and longer, 50 and 10 per cent 
off list. Carriage bolts, 3%, x 6 in.: 
Smaller and shorter, rolled threads, 
50, 19 and 5 per cent off list: cut 
threads, 50 per cent off list; longer 
and larger sizes, 50 per cent off list. 
Lag bolts, 60 and 5 per cent off list. 
Plow bolts, Nos. 1, 2 and 3 heads, 50 
and 10 per cent off list; other style 
heads, 20 per cent extra. Machine 
bolts, c.p.c. and t. nuts, %x4 in.: 
Smaller and shorter, 45 per cent off 
list; larger and longer sizes, 45 per 
cent off list. Hot pressed square 
or hexagon blank nuts, $2.25 to $3.50 
off list. Hot pressed nuts, tapped, 
$3.25 to $3.50 off list. C.p.c. and t. 
sq. or hexagon nuts, blank, $3.25 to 
$3.50. off list. C.p.c. and t. sq. or 
hexagon nuts, tapped, $3.25 to $3.50 
off list. Semi-finished hexagon nuts: 
9/16 in. and smaller, U. S. S., 75, 10 
and 5 per cent off list; % in. and 
larger, U. S. S., 70, 10 and 2% per 
cent off list; small sizes, S. A. E., 
80 and 5 per cent off list.; S. A. E., 
% in. and larger, 75 and 5 per cent 
off list. Stove bolts in packages, 80 
and 5 per cent off list. Stove bolts 
in bulk, 80, 5 and 2% per cent off 
list. Tire bolts, 50, 10 and 10 per 
cent off list. 

Cap and Set Screws.—Milled square 
and hexagon head cap screws, 75 per 
cent off list. Milled set screws, 75 
per cent off list. Upset cap screws, 
75 and 10 per cent off list. Upset set 
screws, 80 per cent off list. 

Rivets.—Large structural and ship 
rivets, base, per 100 Ib., $3.15. Large 
boiler rivets, base, per 100 Ib., $3.25. 
Small rivets, 65 per cent off list. 

Jobbers charge th» usual advances 
to the retail trade for small lots out 
of stock. 


Baseball Goods.—Next year promises 
to be a big year in professional and 
amateur baseball, especially the latter, 
and jobbers are getting their orders in 
early for baseballs, bats and other sup- 
plies. It is hinted that prices on base- 
balls, bats and some other goods may 
be advanced in the near future, makers 
saying that their costs have gone up 
very materially. 


Coaster Wagons.—These goods are 
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being bought more and more for holiday 
gifts. On the Sherwood and several 
other standard lines of coaster wagons, 
prices on which were advanced slightly 


about Oct. 15, are reported as holding 
firm. 


Chain.—The demand for the general 
lines of chain is reported as quite ac- 
tive, but on the safety chain for auto- 
mobiles it is very active. It will be re- 
called that about Oct. 1 prices on coil 
chain were advanced $10 per ton, and 
prices were also advanced on other 
kinds at the same time. These prices 
are reported as holding quite firm. Coil 
chain is quoted to the large trade at $6 
base, f.o.b. Pittsburgh, per 100. lb. 
Prices on other sizes less than 1 in. 
take the following extras: 

fe-in., $4.25; %-in., $3.25; fe-in., $2; 

%-in., 75c.; ye-in., 50c.; %-in., 25c.; 

ys-in., $1; 34-%-in., 75c.; +#-%-in., 

50c.; fs-%-in., 25c.; l-in., base; 1%- 

1%-1%-in., base. 

This will make the prices for Steel 

Proof, BB and BBB Coil Chain, using 


1-in. size for base, at $6 per 100 Ib., 
f.o.b. Pittsburgh, Pa., as follows: 


Size Proof BB BBB 
yO Pere $10.25 $11.25 $11.75 
WOM. éccdicig 9.25 10.25 10.75 
Oy: gaseous 8.00 9.00 9.50 
_ res 6.75 7.75 8.25 
, ere 6.5u 7.50 8.00 
Se enecewe ».25 7.25 7.75 
nh /sekwaee 7.00 8.00 8.50 
5g-{4-in. 6.75 7.75 8.25 
%-4%-in. 6.50 7.50 8.00 
W-fh-in. .... 6.25 7.25 7.75 
1-14%-1%-in... 6.00 7.00 7.5 


The above prices are named only 
on carloads aand large lots, jobbers 
charging higher prices for small lots 
out of stock. 


Clipping Machines.—This is usually 
the active season in these goods, and 
the present one is no exception, the 
demand being reported as active, with 
prices ruling firm. 

We quote from jobbers’ stocks, 
f.o.b. Pittsburgh as follows: 

Stewart No. 1 ball bearing clipping 
machine, $10.75; No. 360 top plate, 
$1.00; No. 361 bottom plate, $1.50; 
dealer’s discount 25 per cent. 

Stewart electric clipping machine, 
all standard voltages; hanging type, 
338-08: f.o.b. Chicago; pedestal type, 
85.00, f.o.b. Chicago; dealer’s dis- 
count 25 per cent. 

Iron and Steel Bars—The new de- 
mand is less active, and deliveries by 
the mills are better than in a long time. 
Prices on soft steel bars have settled 
down to 2 cents at mill in large lots. 

Jobbers are still quoting from 2.75c. 
to 3c. per in small lots from 
store. Iron bars are also quieter in 
demand, few being sold in this mar- 
ket. Jobbers quote about 2.75c. from 
store. 

Shovels.—The demand is_ reported 
quite active, especially on snow shovels, 
which are now in season. Prices have 
not been advanced, but there are per- 
sistent reports that a general advance 
on all grades may be made in the near 
future. 


Scythes.—The Rixford Mfg. Co., 
South Hellgate, Vt., has announced a 
slight advance in prices on its lines of 
scythes. 


Sheets.—It is now the exception to 
find an independent sheet mill that is 
quoting higher prices than those that 
have been in force for some time by 
the American Sheet & Tin Plate Co., 
the leading producer. Demand has 
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quieted down some, and the mills are 
now making qiicker deliveries than for 
a long time. The car load prices on 
sheets are 3.35 cents for 28-gage black, 
4,35 cents for 28-gage galvanized, and 
from 2.50 cents to 2.60 cents for blue 
annealed. Jobbers continue to quote 
8.75 cents to 4 cents for black, and 
4.75 cents to 5 cents for small lots from 
stock. It will be known soon whether 
the American Sheet & Tin Plate Co. 
will advance its prices on sheets for 
first quarter delivery. It is the belief of 
the trade that present prices will be 
reaffirmed for delivery in that quarter. 
The demand for sheets is fairly active, 
but shipments are still delayed by 
reason of the shortage in supply of box 
cars. 

Taps and Dies.—The Greenfield Tap 
& Die Corporation, Greenfield, Mass., 
has announced a slight advance in 
prices on some of its lines of taps and 
dies. 

Steel Pipe.—There is still a heavy de- 
mand for butt weld sizes of steel pipe 
used in building construction, and also 
for line pipe in small lots, and the mills 
are back in deliveries, largely because 


Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, Nov. 13. 


OLIDAY lines have become more 

active and business in staple mer- 
chandise continues good, although not 
quite as heavy as a few weeks ago when 
fall buying was in full swing. Prices 
have become more stabilized. While 
advances have not entirely disappeared 
it is not believed that merchandise that 
has been marked up during the past 
few weeks will be advanced any fur- 
ther. With easier prices on steel and 
pig iron the manufacturing cost of 
many items in which iron and steel are 
important factors, should gradually 
show some decline. However, little talk 
is heard of lower prices and retailers 
do not seem to be holding back orders 
with the expectation of obtaining con- 
cessions. 

The most important price announce- 
ments of the week are the naming of 
prices for next year on wire cloth, poul- 
try netting and screen doors. These 
prices show no advance over those 
which prevailed at the close of the buy- 
ing season this year. However, some 
fluctuations occurred during the season 
and the new prices on wire cloth are 
lower, and on screen doors higher than 
those put in effect a year ago. 

Local retailers report business at 
about normal for this time of year. 
Retail merchandise in many of the 
smaller cities, particularly where there 
is considerable building activity, report 
an excellent volume of business. In 
the industrial centers there is plenty of 
employment for labor at good wages, 
which the laboring men are spending 
freely. In some of the smaller agri- 
cultural communities that are affected 


HARDWARE AGE 


of the shortage in cars. Prices are 
holding firm, the advance of $4 per ton 
made on steel pipe about three weeks 
ago being well observed on new orders. 


Local jobbers are quoting for small 
lots of steel pipe out of stock as 
follows: Prices per 100 ft. f.o.b. Pitts- 
burgh: 


Black Galvy. 
3.05 


Black Galv. 


. 
13.58 18.29 
214°": 21.48 


Tin Plate—Since July 1 the base 
price on tin plate has been $4.75 per 
box at mill, and this price will be in 
effect until the close of this year. The 
American Sheet & Tin Plate Co., much 
the largest producer, sets the pace in 
making prices, and whether this com- 
pany will advance tin plate for ship- 
ment in the first half of 1928 is the 
important question that is now con- 
fronting the can makers and other large 
consumers. Some of these consumers 
are trying now to place their contracts 
for first half shipment, the price to be 
whatever price is made by the above- 
named company. It is said that some 
contracts have been taken by inde- 
pendent tin piate mills on the above 
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by the low prices of farm products, con- 
ditions are not as favorable as in the 
larger towns and cities. 


Automobile Tires and Accessories.— 
There is some talk of a price advance 
on tires owing to the advance in crude 
rubber, but no information has come 
from manufacturers on this subject. 
Jobbers report some sales of tire chains, 
radiator covers and other winter acces- 
sories, but the demand for these has 
not yet become active. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Miller Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1. 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots less than 50; Champion X spark 
plugs, 45c. each for less than 100 and 
438c. each for over 100; Champion 
regular, 53c. each for less than 100, 
all sizes; 50c. each for over 100. 
Axes.—The demand for axes con- 

tinues fair and prices are unchanged. 
Stocks are ample. 

Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $18.50 per doz.; un- 
handled, $14 per doz.; double bitted 
axes, handled, $23 per doz.; un- 
handled, $18.50 per doz. 
Brushes.—Jobbers have booked a 

good volume of business in paint and 
varnish brushes for spring shipment. 
Prices are firm and it is claimed that 
if any change is made it will be up- 
ward. 

Builders’ Hardware.—The demand 
continues heavy and the supply scarce. 
Shipments by manufacturers do not 
seem to have improved. Local jobbers 
have put into effect price advances re- 
cently announced by manufacturers. 


Bolts and Nuts.—The demand is fair 
and the prices are firm. Manufacturers 
are apparently holding to recent price 
advances, but jobbers who bought be- 
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basis. The demand for terne plate, 
used for roofing and other purposes, 
is reported quite active. Prices are 
firm. 


Wire Products.—The new demand for 
wire nails and spring wire, also for 
field fence, is reported active. The 
mills are back in shipments, due to the 
car shortage, and there is a genuine 
scarcity in supply of wire nails. Prices 
are firm, and there are still reports of 
an early advance on both nails and wire. 


Jobbers are quoting from stocks, 
f.o.b. Pittsburgh, as follows: 

Wire nails, $3 to $3.10 base per keg; 
galvanized, 1-in. and longer, includ- 
ing large head barbed roofing nails, 
taking an advance over the price of 
$1.50, and shorter than l-in., $2: 
bright Bessemer and basic wire, $2.75 
per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.90; galvanized wire, $3.40; 
galvanized barbed wire, $3.70; gal- 
vanized fence staples, $3.75; painted 
barbed wire, $3.40; polished fence 
staples, $2.20; cement coated nails, 
per count keg, $2.60; these prices 
being subject to the usual advance 
for the smaller trade, all f.o.b. Pitts- 
burgh, freight added to point of de- 
livery, terms 60 days net less 2 per 
cent off for cash in 10 days. Dis- 
count to jobbers on woven wire fenc- 
ing are 68 per cent off list for car- 
load, 67 per cent off for 1000-rod lots, 
and per cent off for small lots, 
f.o.b. Pittsburgh. 


fore the advances are still quoting their 
old prices. 


Jobbers quote f.o.b. Cleveland: 
Large and small machine bolts, cut 
thread, 50 to 55 per cent off list; 
rolled thread 50, 5 and 10 to 60, 10 
and 5 per cent off list; carriage bolts, 
large and small, cut thread, 45 per 
cent off list; stove bolts, 75 per cent 
pod list; $3.25 off 

st. 


Cutlery.—There is a good demand for 
silverware and pocket knives, and other 
lines are moving fairly well. Prices are 
firm and stocks are good. 

Corrugated Roofing.—As a result of 
the mild weather the demand for cor- 
rugated roofing is more active than is 
usual at this season of the year. Prices 
are unchanged. 


Cleveland Jobbers quote  f.o.b. 
Pittsburgh: 2% in. 29 gage corru- 
gated roofing $4 to $4.05 per square. 


Clipping Machines.—Jobbers report a 
fair volume of business for clipping 
machines from dairy interests. 


We quote from jobbers’ stocks 
f.o.b. Cleveland: Stewart No, 1 ball 
bearing clipping machine $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; Dealers’ discount 25 per 
cent. Stewart electric clipping ma- 
chine of standard voltages, hang- 
ing type, $80; pedestal type, $89, 
both f.0.b. Chicago; dealers’ discount 
25 per cent, 

Electrical Goods.—The approaching 
holiday season has stimulated the de- 
mand for electric irons, toasters and 
other household appliances, and for 
Christmas tree outfits. Stocks are fair. 

Field Fence.—This line is moving 
rather slowly and prices are unchanged. 

Cleveland jobbers quote field fence 
fo.b. Pittsburgh at 67 per cent off 
list for less than carloads and 68 per 
cent off list for full carloads. 


Flashlights.—The demand for flash- 
lights has become fairly heavy. Many 
retailers are replenishing their stocks 
for the holiday season. 


hot pressed nuts, 
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Galvanized Ware—The demand is 
holding up well and prices are firm and 
unchanged. Stocks are good. 

Jobbers quote f.o.b. Cleveland, gal- 
vanized tubs with wringer attach- 
ment No. 1 at $6.25 per doz.; No. 2, 
$7 per doz.; No. 3, $8.25 per doz.; 
Heavy Red Band tubs No. 1, $13.75 
per doz.; No. 2, $15.50 per doz.; No 
3, $17.25 per doz.; pails, 10-qt., 
per doz.; 12-qt. $2. 50 per doz.; 14- 
$2.75 per doz.; 16-qt., $3.25 per doz. 
Guns and Ammunition.—The demand 

for guns continues heavy and in excess 
of the output. Most manufacturers are 
behind on deliveries, some as much as 
two months on certain lines. 

Game Traps.—These are moving in 
fair volume and prices are unchanged. 
Jobbers have good stocks. 

Cleveland jobbers quote as follows: 
Victor No. 0, $1.53 per doz.; No. 1, 
$1.83 per doz.; No, 1%, $2.75 per doz.; 
No. 2, $3.80 per doz.; Oneida jump 
traps No. 0, $1.89 per doz.; No. 1, 
$2.20 per doz.; No. 1%, $3.17 per doz. 
Glass Baking Ware.—Sales of glass 

baking ware for the holiday trade are 
very satisfactory. Jobbers have booked 
a surprising number of orders for tea- 
pots which have recently been added to 
this line. 

Gas Heaters.—There is still a fair 
demand for gas heaters, but not as ac- 
tive as during the past few weeks when 
sales were unusually heavy. 

Handles— The handle market is 
rather quiet with prices firm and un- 
changed. 

Jobbers quote  f.o.b. 
hickory axe _ handles, 
double bitted, best 
doz.; XXX grade, 
grade, $3.50 per doz.; X grade, $2.75 
per doz.; No. 1 pick handles, $3.25 
per doz.; best grade, $4.75 per doz.; 
American Fork & Hoe Co.’s wood D 
shovel, spade and scoop handles, X 
grade, $4.80 per doz.; malleable D 
grade manure fork and spading fork 
Sandie, $3.75 per doz.; X grade long 
shovel spading handles, $3.35 per doz. 
hay and manure fork handles, 
grade, 4 ft., $2.40 per doz.; 4% ft., 
$2.65 per doz.; XX grade, 4 ft., $3 
per doz., 4% ft., $3.35 per doz. 

Ice Skates.—Jobbers have shipped 
early orders for ice skates and report 
that there is still a good demand. 


Lawn Mowers.—Quite a few orders 
are still being booked by jobbing houses 
for lawn mowers for spring shipment, 
although heavy buying is over. 

Nails and Wire.—The demand for 
nails has slowed down considerably. 
The mills are still behind on deliveries, 
but apparently are able to supply the 
needs of the trade. Prices are un- 
changed. 


Cleveland jobbers 
nails less than car lots, stock ship- 
ment, $3.05 per keg; same for mill 
shipment, $2.90 per keg; car lots, mill 
shipment, $2.80 per keg; No. 9 gal- 
vanized wire, $3.30 per hundred Ibs 
No. 9 annealed wire, $2.85 per hun- 
dred Ibs.; cement coated nails, $2.55 
ar hundred Ibs.; polished staples, 

.85 per hundred Ibs. 


dies and Varnishes.—There is a 


Cleveland, 
single and 
grate, 4.75 per 

per doz.; x 


uote as follows: 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., Nov, 11. 
ETAIL hardware sales are consid- 
ered exceptionally good for this 
time of the year. 
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fair demand for enamels and varnishes 
for interior work, but paint is moving 
slowly. Prices have not been named for 
spring shipment. Turpentine has ad- 
vanced and is very firm, and white lead 
has been marked up % cent a pound. 
Cleveland jobbers quote as follows: 

Best quality mixed paints $2.60 per 
gal. for colors and $2.75 for white; 
turpentine $1.75 per gallon for barrel 
lots; linseed oil $1.01 per gallon for 
raw oil, and $1.03 for boiled oil for 
barrel lots; white lead 13%c. per Ib. 
for 100 lb. kegs. 

Poultry Netting and Wire Cloth.— 
New prices have been announced for 
poultry netting and wire cloth for 1923 
delivery. The prices on poultry netting 
are about the same as they were at the 
close of the past season. As they 
worked upward somewhat during the 
latter part of the season the new prices 
are somewhat lower than those named 
a year ago. Poultry netting prices are 
the same as prevailed through the last 
season. 


Cleveland jobbers quote Wickwire 
cloth as follows: Painted 12 mesh, 
$1.85 per 100 square feet; 14 mesh, 
$2.30 per 100 square feet; white metal 
or Galvanoid, 12 mesh, $2.40 per 100 
square feet; 14 mesh, $2.80 per 100 
square feet; bronze, $7 per 100 
square feet; poultry netting gal- 
vanized after weaving 50 and 5 per 
cent off list; galvanized before weav- 
ing 50, 10 and 5 per cent off list. 
Roasters.—The demand is holding up 

fairly well and stocks are good and 
prices unchanged. 


Cleveland jobbers quote Savory 
roasters as follows: Steel, No. 75, 
$11.25 per doz.; No. 200, $16.80 per 
doz.; No. 400, $33.75 per doz.; En- 
ameled, No. 11, $21.25 per doz.; No. 
41, $26.25 per doz.; No. 13, $28.75 per 
doz.; No. 43, $37.50 per doz.; Alu- 
minum, No. 175, $45 per doz.; No. 
1200, $56.25 per doz, 

Rope.—Although reports from other 
markets indicate price reductions on 
rope Cleveland jobbers have made no 
price changes and their prices are 
claimed to be lower than those prevail- 
ing in some other distributing centers. 
Manufacturers have made no price 
changes recently. Rope is moving fair- 
ly well for spring shipment and there is 
a moderate demand for other delivery. 


Cleveland jobbers quote the best 
grade manila rope for 17% cents per 
Ib. for mill shipment and 18% cents 
per lb for stock shipment; best 
quality sisal rope 14% cents per Ib. 
for mill shipment and 15 cents for 
stock shipment. 


Robes and Blankets—The demand 
for automobile robes and horse blankets 
is better than usual at present owing 
to the fact that the early buying was 
rather light. Jobbers have good stocks. 


Screen Doors.—Prices on screen doors 
for next year have been announced and 
these are practically the same as the 
prices that prevailed at the close of the 
past season. However, they are slight- 
ly higher than the prices that went into 


TWIN CITIES 


Sporting goods, guns and hunting ' 


equipment have been selling well, and 
sales are somewhat above the average 
volume. In this state more hunting 
licenses have been issued than any pre- 
vious year. 
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effect a year ago as a price advance 
of about 74% per cent was made during 
the season. 

Steel Sheets—The market on sheets 
is rather soft, several of the independ- 
ent mills having reduced their prices to 
the prevailing quotations of the Ameri- 
can Tin Sheet & Plate Co. Mill deliv- 
eries can be secured promptly. Job- 
bers report a fair volume of business. 
Hardware jobbers have not changed 
their prices although there are reports 
that some concession is being made by 
other jobbing houses. 


Cleveland jobbers quote sheets at 
4.40c. for No. 28 black; 4.35c. for 
No. 28 galvanized and 3.70c. for No. 
28 blue enameled. 


Screws.—The demand is fair and 
prices are firm and unchanged. 


Jobbers quote wood screws as fol- 
lows, f.o.b. Cleveland: Flat head, 
bright, 80, 5, 5 and 5 per cent off list; 
round he ad. blued, 77%, 5, 5 and 5 
per cent off list; round head nickeled, 
67%, 5, 56 and 5 per cent off list: 
round head, brass, 72%, 5, 5 and 5 
per cent off list. 


Stove Pipe.—Business now is con- 
fined mostly to pick-up orders as most 
retailers have previously purchased for 
their fall requirements. 


Cleveland jobbers quote 6-in. blued 
stove pipe at $3.60 per crate of 25 
joints f.o.b. factory and 6-ir. crimped 
elbows at 32. 


Stove Boards.— The demand has 
quieted down, although jobbers are still 
getting a few belated orders. 


Cleveland jobbers quote as follows: 
Wood lined board 24-in., $9.30 per 
doz.; 26-in., $11 per doz.; 28-in., 
$12.90 per doz.; 33-in., $17.65 per doz.: 
paper lined 24-in., $5.67 per doz.; 
26-in. $6.20 per doz.; 28-in., $6.95 per 
doz.; 32-in., $9.20 per doz. 


Sleds.—Late buyers are placing or- 
ders for sleds for early shipment. Job- 
bers have fairly good stocks. 


Steel Bars.—Stocks are somewhat 
larger as mills are getting in better 
shape on shipments than recently. 
Cleveland jobbers quote steel bars at 
2.91 cents and hoops and bands at 3.71 
cents. 


Shovels.—There is moderate demand 
for shovels for early delivery, but 
spring buying has tapered off. Sales 
have been heavy for spring delivery. 


Jobbers quote f.o.b. Cleveland as 
follows: No. size shevels, fourth 
grade, $9.50 per doz.; second grade, 
a per doz.; first grade, $14.50 per 
0%. 


Wheel Goods.—Jobbers report a mod- 
erate demand for Kiddie cars, coaster 
wagons and velocipedes for the holiday 
trade. 


Washing Machines.—Sales of electric 
washing machines are fairly heavy. 
Jobbers have good stocks. 

Window Glass.—A price advance of 
about 15 per cent has been made on 
window glass. 


Due to the unusually mild weather 
the sales of automobile accessories still 
continue of good volume. Automobile 
heaters are selling in good volume. 

Various manufacturing firms report 
a rapidly improving condition in sales, 
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and this has helped the retail hardware 
trade materially. Jobbers report quite 
a little difficulty in obtaining stocks on 
some lines. Several advances in price 
will be noted in this issue. 

Builders’ Hardware.——Demand con- 
tinues to hold up unusually well for 
this time of the year and considerable 
difficulty is noted in filling orders be- 
cause of shortage of goods. 


Axes.—There is a fairly active de- 
mand for axes. Jobbers report an In- 
crease in prices. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Medium grade, single bit, 
base weights, $13.80 per doz.; double 
bit, $18.30 per doz. 

Ash Sifters.—There continues to be a 
very good demand for ash sifters. 
Prices show no change. 


We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Square wood, $3.75 per 
doz.; metallic, round, $4 per doz.; 
wood, barrel, $12 per doz. 

Bale Ties.—Demand for bale ties re- 
mains of good volume. There has been 
a further increase in jobbers’ prices. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single loop bale ties, 
70-2% per cent, 

Bolts.—Sales of bolts are of good 
volume with shortages developing in 
many sizes and considerable delay in 
receiving shipments from factories. 
Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage belts, 
45-5 per cent; large carriage boits, 
45 per cent; small machine bolts, 
50-5 per cent; large machine bolts, 
50 per cent; lag screws, 55 per cent. 
Brads.—While not so heavy as earlier 

in the year there is still a fairly good 
demand for brads. Prices have shown 
no change for some time. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Brads, in standard pack- 
ages, 75 per cent from list. 

Coal Hods.—Demand for coal hods 
continues to be fairly active, although 
declining somewhat as the season ad- 
vances. Prices remain stationary. 

We quote from local jobbers’ stocks, 
f.o.b. Twin Cities: Coal hods, 17-in., 
japanned, open, $3.60; 18-in., $4: 17- 
in., funneled, japanned, $4.50; 18-in., 
$4.95: 17-in., open, galvanized, $5; 18- 
in., $5.45; 17-in., funneled, galvanized, 
$6.20; 18-in., $6.80 per doz. 

Eaves Trough, Conducter Pipe and 
Elbows.—Season of the year considered, 
there is a fairly good demand for this 
line. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28-gage, 
5-in. lap joint, $5.25 per 100 ft.; 
conductor pipe, 3-in. corrugated, 
$5.40 per 100 ft.; 2-in. corrugated el- 
bows, $1.64 per doz. 

Files —Demand for files continues 
only fair. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 50-10 
per cent; Arcade files, 65-10 per cent. 
Galvanized Ware.—There is a very 

good demand in general for galvanized 
ware. Jobbers’ stocks are good. Prices 
show no change. 

We quote from jobbers’ stocks, f.o.b. 
‘twin Cities: Galvanized tubs, No. 1, 
$6.10 per doz.; No. 2, $6.85; " 
heavy galvanized, No. 1, 
$13; No. 3, $15; standard 10-qat., 
vanized pails, $2.25 per doz.; 12-qt., 
$2.35; 14-qt., $2.70; standard 16-qt., 
stock pails, $4.25; 18-qt., $4.80; heavy 
stock pails, 16-qt., $6; 18-qt., $7.35. 
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Glass and Putty—The demand for 
glass and putty in a retail way is very 
active. There has been a substantial 
increase in jobbers’ prices. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 82 
per cent; double strength glass, 84 
per cent from standard lists. Putty, 
$4.40 per cwt. 

Lanterns.—Sales of lanterns continue 
to hold up very well and a good volume 
of business is being done. Prices show 
no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Tubular long globe, $13 
per doz.; tubular short globe, $13 per 
poy tubular dash lanterns, $16.90 per 

oz. 


Nails.—Sales of naiis continue of 
good volume, season of the year consid- 
ered. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Smooth wire nails, $3.75 
per keg base; cement coated nails, 
$3.10 per keg base. 

Oil Heaters.—Sales of oil heaters are 
still of good volume, and the total 
season’s sales have been above the aver- 
age. No price changes have been noted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 30-5 per cent from 
standard lists. 


Registers.—Demand for registers has 
been very good and there is still a fair 
volume of business. There has been a 
substantial increase in prices. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Cast steel registers, 30 
per cent from standard lists, 
Rope.—Sales of rope continue to be 

only of fair volume. Prices show no 
change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade manila rope, 
18%c. per lb. base: best grade sisal 
rope, 14%c. per Ib. base. 


Sandpaper.—Sales continue to hold 
up remarkably well and a good volume 
of business is being done for so late in 
the year. Prices remain firm as last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1, per 
ream, $6.50; second grade, No. 1, per 
ee $5.85; garnet, No. 1, per ream, 
; .. 


Sash Cord.—Demand is gradually de- 
clining as the building season draws to 
a close. - Prices remain stationary. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Sash cords, best grade, 
68c. per lb.; solid cotton, ordinary 
grades, 41c. per Ib. 

Sash Weights.—Deliveries are being 
made on earlier orders but not much 
new business is being booked. Prices 
are very firm. 

We quote from jobbers’ stocks, f.o.b. 
bb Cities: Sash weights, $2.25 per 
Screws.—The demand for wood 

screws continues to be very active and 
a good volume of business is being re- 
ceived. Some difficulty is being noted 
in keeping up stocks. Prices remain 
unchanged. 


We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Flat head bright wood 
screws, 80-5 per cent; round head 
blued, 75 per cent; flat head ja- 
panned, 70 per cent; flat head brass, 
15 ad cent; round head brass, 70 per 
cent, 


Sidewalk Scrapers.—There is no re- 
tail demand because of weather condi- 
tions. Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grade steel 
scrapers, $4.75 per doz. 


November 16, 1922 


Snow Shovels.—Most of the dealers 
now have their winter stocks in, but 
due to unusually mild weather there is 
no demand as yet. Demand can, how- 
ever, be expected at any time. Prices 
are the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Straight handle, wood, 
$4.85 per doz.; steel blade, straight 
handle, $8.25 per doz.; galvanized 
steel blade, D handle, $11 per doz. 
Solder.—Demand for solder remains 

quite active. There has been a further 
increase in prices. 

We quote from jobbers’ stecks, f.o.b. 
Twin Cities: Guaranteed half and half 
solder, 26%c. per Ib. 


Steel Sheets.—Steel sheets are not 
meeting with a very heavy demand from 
the hardware dealers’ standpoint. Prices 
have shown no recent change. 

We quote from jobbers’ stocks, f.0.b. 

Twin Cities: 28-gage galvanized 


sheets, $6 per cwt.; 28-gage black 
sheets, $5 per cwt. 


Steel Traps.—With the first heavy 
snowfall demand will set in. The mild 
weather has held up sales of steel 
traps. Prices remain as last quoted. 


We quote from jokbers’ stocks, f.o.b. 
Twin Cities: Victor No. 0, $1.53; No. 
1, $1.83; No. 1%, $2.75; No. 2, $3.60; 
Newhouse, No. 0, $1.89; No. 1, $2.20; 
No. 1%, $3.17; No. 2, $4.88 per doz. 


Stove Goods.—Taken as a_ whole, 
there is still quite a good demand for 
stove goods, although, of course, the 
peak of the demand has no doubt 
passed. Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystal- 
lized, 28 x 28, $15 per doz.; 30 x 30, 
$17.35 per doz.; 36 x 36, $24.02 per 
doz.; Stove pipe, uniform blued, 28- 

6-in., K. D., $12.50 per 100 

6-in. common iron corru- 

gated elbows, $1.26 per doz.; 6-in. 

adjustable charcoal iron, $1.86 per 

doz. ; mpers, cast iron, wood or 

coil handle, $1.33 per doz.; Stove 

shovels, 15-in. japanned, 60c.; 2114-in. 

jumbo japanned, $1.40; 14-in. jumbo, 
jr., 85c. per doz. 


Tin Plate —Demand for tin plate re- 
mains of fair volume. Prices show no 
change. 

We quote from jobbers’ stocks, f.0.b. 

Twin Cities: Furnace coke, ICL, 20 

xX 28, $13; roofing tin, IC, 20 x 28, 8-Ib. 

coating, $12.75. 

Weatherstrips.—There is not a very 
good demand for weatherstrips, which 
will probably continue for the next two 
weeks. The season is usually short. 
Prices remain steady. 

We quote from jobbers’ stocks, f.o t. 

Twin Cities: Wood and felt weath-r- 


strips, %-in. and %-in., $1.85 per 100 
ft.; 1-in., $2.60 per 100 ft. 


Wheelbarrows.—Sales of wheelbar- 
rows are only of average volume, the 
demand being mostly for the steel tray 
barrow. Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wheelbarrows, wood 
stave, fully bolted, $36 per doz.; No. 
1 tubular steel wheelbarrow, $6.35 
each; No. 1 garden, $5.60 each. 


Wire.—There remains quite an active 
demand for wire of various kinds. 
Stocks are only fair. Prices show no 
change since the recent advance. 


We quote from jobbers’ stocks, f.0.b 
Twin Cities: Barbed wire, painted 
cattle, 80-rod spools, $3.29; galvan- 
ized cattle, $3.56; painted hog wire, 
$3.51; galvanized hog wire, $3.82; 
smooth black annealed No. 9, $3.50 
per cwt.; smooth galvanized annealed 
No. 9, $4 per cwt. 
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applications thus far received urge 
lower rates while a minority are in 
favor of increases. Up to the present 
time the prediction for an early demand 
for a reduction in the cutlery rates has 
not been justified. It can also be stated 
that no application has yet been re- 
ceived for changes in the really big 
items in the tariff law over which there 
was so much contention when the bill 
was pending in Congress, notably wool, 
sugar, etc. 

The applications received have been 
placed before the Advisory Board which 
will make an inquiry that will include a 
survey by the commodity divisions of 
the Commission. Up to date no formal 
hearing has been authorized nor has the 
Advisory. Board recommended any de- 
tailed investigation. 


Ask American Valuation Basis 


Among the applications are five 
which request the President to change 
the basis for assessing duties on cer- 
tain merchandise from foreign to 
American valuation. It is impossible 
to estimate exactly what increase in 
duties such a change would involve as 
the difference between foreign and do- 
mestic valuation varies greatly with 
different commodities. In a general 
way it may be said that the increase 
would range from 50 per cent up to 200 
per cent. 

As the flexible provisions of the new 
tariff law are construed, however, 
American valuation could not be in- 
voked until after it has been demon- 
strated that the maximum increase of 
50 per cent, which the President may 
make by proclamation, would be inef- 
fectual in protecting the domestic in- 
dustry in question. It is probable, 
therefore, that the President in no case 
will substitute American for foreign 
valuation until a thorough test has been 
made of the 50 per cent increase in 
duties which the Executive may insti- 
tute by proclamation after an investiga- 
tion by the Tariff Commission. 

Experts of the Tariff Commission are 
endeavoring to puzzle out problems that 
have arisen under the flexible tariff pro- 
visions of the new law since it was 
placed on the statute books. One of 
these is whether the President may 
change rates in the case of imports for 
which there are no comparable articles 
of domestic production. 


Will Construe Law Liberally 


The law authorizes changes to equal- 
ize the difference in cost of production 
at home and abroad, which presumably 
refers to comparable competing prod- 
ucts. Cases have been pointed out, 
however, where cheap substitutes of 
foreign manufacture not strictly com- 
parable with the products of domestic 
industry are, nevertheless, taking the 
Places of such products which from a 
practical standpoint is quite as injuri- 
ous to American industry as if the ar- 
ticles were identical in character. It is 
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believed the Commission will recom- 
mend a liberal construction of this pro- 
vision of the new law to the end that 
domestic industry shall be fully pro- 
tected. 

Another interesting point has arisen 
in connection with several of the appli- 
cations for changes already received. 
These applications urged higher rates 
but do not present any evidences in sup- 
port of the requests except that which 
was very carefully considered by Con- 
gress and rejected. Members of the 
Commission appear to feel that if 
changes are recommended on the basis 
of data considered and rejected by Con- 
gress a veritable Pandora’s box will be 
opened the contents of which will 
plague the Administration and Congres- 
sional leaders for many months to come. 
The opponents of the flexible tariff pro- 
visions of the new law would be greatly 
delighted with such a development as 
they freely predicted that the action of 
the President in making tariff changes 
would probably result in totally dis- 
crediting the serious deliberations of 
Congress. 


Mennen Case Makes Progress 


Great interest is being manifested 
here in the progress of the Mennen case 
involving the right of a manufacturer 
to allow jobbers a special discount for 
service and to refuse such discount to 
retailers even when they are purchas- 
ing in wholesale quantities. This case 
was argued a few days ago in the 
United States Circuit Court of Appeals 
to which it was carried by the Mennen 
Company after the Federal Trade Com- 
mission had handed down its epoch- 
making ruling to the effect that manu- 
facturers must make the same price to 
all dealers buying similar quantities re- 
gardless of jobbers’ services or any 
other consideration. 

Special interest attaches to the con- 
tentions of counsel for the National 
Wholesale Dry Goods Association, who 
presented a brief as an intervener, urg- 
ing that the principle laid down by the 
Government, if carried to its logical 
conclusion, would require every pro- 
ducer to sell at the manufacturers’ price 
to any retailer, consumer or other indi- 
vidnal seeking his product as well as 
to the jobber who renders a specific 
service in working up markets, carry- 
ing stocks of goods at convenient 
points, supplying financial accommoda- 
tion to retailers, etc. 


Commission’s Contention Means Chaos 


“The obvious result if this principle 
should be sustained,” said counsel, 
“would be the impairment of the busi- 
ness of the wholesaler and of the re- 
tailer and a serious derangement and 
disorganization of the business of the 
manufacturer. 

“Tt is not too much to say that the re- 
sult would be little short of chaos. Nor 
is the illustration chimerical or fanciful. 
It but depicts the natural consequences 
to be expected from a paternalistic and 
meddlesome interference by Govern- 
ment with the conduct of private busi- 
ness, 
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“Even if these results should not oc- 
cur in the precise detail and to the pre- 
cise extent indicated, such interference 
and control on the part of the Govern- 
ment would necessarily tend to check 
the initiative of the merchant and man- 
ufacturer, by imposing upon the free 
exercise of his judgment as to the most 
efficient method of conducting his busi- 
ness, the judgment of a governmental 
tribunal and of the courts. It cannot be 
doubted that such a procedure would 
impair efficiency, check and hamper in- 
dividual enterprise and energy and tend 
to deprive the trade and commerce of 
the country of those benefits which nor- 
mally flow from business skill and acu- 
men when not exercised by methods in- 
herently wicked or constituting offenses 
mala in se—methods not claimed to be 
present in the case at bar. 


Function of Legitimate Jobber 


“The value of the ‘old line wholesaler’ 
in the scheme of distribution of manu- 
factures is an economic fact long es- 
tablished. They constitute, in sub- 
stance, the salesmen of the manufac- 
turer. They gather together under one 
roof the products of many manufactur- 
ers and hold in readiness in their ware- 
houses these countless products for 
prompt and ready distribution in small 
quantities to the retailer. 

“By closer acquaintanceship derived 
from propinquity with these retail cus- 
tomers, they are better able to judge 
of the financial credit of the latter than 
the more distant manufacturer. If 
these wholesalers be driven out of ex- 
istence, the manufacturer in most lines 
of industry would be confronted with 
the need of making direct deliveries to 
countless customers at great distance, 
in relatively small quantities, and with- 
out adequate opportunity of determin- 
ing the credit and standing of such cus- 
tomers.” 

It is assumed here that this case will 
ultimately be, appealed to the United 
States Supreme Court and its further 
progress will be followed with great in- 
terest by manufacturers and merchants 
in all lines. It is understood that the 
attorneys for the Federal Trade Com- 
mission will unite with counsel for the 
respondents in an effort to advance the 
hearing of the case by the Supreme 
Court in order that the questions in- 
volved may be resolved at the earliest 
practicable date. 


Uncle Sam Becomes Manufacturer 


Some time ago I told you of the ef- 
forts which were being made under the 
auspices of certain labor organizations 
to secure legislation the effect of which 
would be to set Uncle Sam the task of 
manufacturing all the supplies used by 
the Government for any purpose. The 
plan includes the utilization of the ar- 
senals, factories, machine shops, etc., 
of the War and Navy departments and 
would bring the Government into direct 
competition with the private concerns 
that have established facilities for man- 
ufacturing these supplies. 

The labor leaders intend by this 
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means to continue in Government em- 
ploy as large a number as possible of 
those mechanics and other organized 
workers who were brought into the 
service by the war emergency. It is 
also their desire to increase to the 
maximum the number of organized 
workers on the Government pay-roll for 
the reason that experience has demon- 
strated that it is comparatively easy, 
by cracking the labor whip over Con- 
gressional shoulders, to regulate the 
conditions of employment: of manual 
labor in the Government service. 

Thus organized labor has already 
caused to be thrown out of the Army 
and Naval arsenals, the postal service 
and other branches of the Government, 
the so-called efficiency shop manage- 
ment systems, including the familiar 
laboratory tests to determine the best 
and most expeditious methods of pro- 
cedure, etc. Bonus systems have also 
been abolished by congressional legisla- 
tion enacted under duress and every- 
thing possible has been done to bring 
skilled labor in Government employ to 
a dead level of mediocrity. 


That Mail Box Order 


A short time ago the Post Office De- 
partment issued orders requiring the 
recipients of mail to provide themselves 
with letter boxes in order that carriers 
might cover their routes more expedi- 
tiously. Immediately there arose a 
heavy demand for mail boxes ef all ap- 
proved types and manufacturers of 
these receptacles at once proceeded to 
provide additional facilities for their 
production. 

Now comes the Post Office Depart- 
ment with the announcement that the 
Government is “no longer dependent 
upon contractors for the manufacture 
of letter boxes.” The Washington 
Navy Yard, which has operated a big 
gun factory, is making approximately 
10,000 of these appliances, the first hun- 
dred of which were recently delivered. 
In this connection the Department says: 

“For many years competition in the 
manufacture of mail boxes has been 
limited to two or three concerns which 
are the only ones having dies and tools 
for the work—a considerable factor in 
the cost of manufacture. 

“The utilization of one Government 
department by another in furnishing 
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necessary supplies and equipment— 
something almost totally unknown in 
the past—is considered sound business, 
not only in reducing costs but in keep- 
ing organizations intact and in work- 
ing order.” 


Of Interest to Taxpayers 


In commenting upon this departure 
the Washington newspapers express 


Horas 





Hardware Without—Hard Wear 


To all our brothers in the trade 
Of hardware everywhere— 
We wish a New Year, full of all 
Good things hardware will bear. 
Though hardware is by nature hard, 
And also hard by name, 
It holds a soft spot in its heart 
For all who play the game. 


For all who play it fair and square 
And level—comes success, 

For hardware oft’ is but the warp 
Through which weaves happiness. 

So we, who live by hardware, wish 
To dealers everywhere— 

A hardware year of all good things— 
Hardware without—hard wear! 

—William Ludlum. 





great satisfaction over the innovation 
chiefly because it will retain in the 
Government service a large number of 
employees who live in this city and buy 
the local newspapers. One comment 
reads as follows: 

“Not only are navy yard employees, 
who otherwise might lose their jobs, be- 
ing given work, but the working ar- 
rangement between the Post Office De- 
partment and the Navy Department is 
enabling the postal official to get new 
boxes independent of commercial manu- 
facturers.” 

Of course, any one who knows any- 
thing about Government methods will re- 
gard with much skepticism the confident 
assuranées of the Post Office authorities 
that this innovation will “save money.” 
It is quite possible that by juggling cost 
figures and—as is usual in such cases— 
eliminating overhead, office supervision 
and other items which must be met by 
private manufacturers, it can be shown 
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that the boxes made by the Government 
cost less than those produced under 
contract. Such figures, however, will 
not stand examination and are usually 
based upon the absurd hypothesis that 
all facilities employed in manufacturing 
special articles would have to be main- 
tained at the expense of the taxpayers, 
even though not actually operated. 

As a matter of fact it is to the inter- 
est of the taxpayers that all the plants 
established or operated by the Govern- 
ment for war purposes should be placed 
on a minimum peace footing at the 
earliest possible date. The utilization 
of these facilities for the production of 
letter boxes and other supplies for the 
use of the Government is a move in the 
wrong direction for a dozen reasons and 
will ultimately cost the taxpayer 
dearly. 


Ready for Christmas Rush. 


The Post Office Department predicts 
a big rush of holiday mail that will 
break all records. By Dec. 1 all 
branches of the service will be ready to 
meet the emergency. 

The postal receipts in December usu- 
ally exceed the average of a normal 
month by $8,000,000, most of which the 
Government spends in taking care of 
the extra business. About one million 
dollars is spent for extra space on mail 
trains. The cost of motor vehicle serv- 
ice jumps $500,000 and another $1,000,- 
000 goes for additional clerk hire while 
$350,000 is used to pay Christmas car- 
riers. 

The railway mail service spends 
$275,000 for emergency help and a tidy 
piece of money goes to pay for thou- 
sands of square feet of emergency 
warehouse space, millions of money or- 
der blanks and stamps and miles of 
twine. 

“Deliver all Christmas mail by noon 
Dec. 25,” is the watchword of the serv- 
ice as the day draws near and it is very 
seldom that the goal is missed. 

A bad storm at Christmas will run up 
the bill terrifically. A storm in New 
York one Christmas recently cost the 
Post Office Department $300,000 more 
than the usual expense for vehicle 
transportation alone. 

The Postmaster General asks only 
one gift of Santa Claus—a green 
Christmas. 


Diaries and Window Displays 


HE diary idea can be used as 
the basis for a very good win- 
dow display. A display of all sorts 
of little time and labor savers that 
the hardware dealer sells can be 
made in about the usual manner. 
This display can include mops, food 
choppers, new kinds of cake pans, 
hot plates of various sorts and a 
thousand and one other things that 
every dealer carries. 
Then a number of pages can be 


torn out of a diary and such little 
bits as these written on them: 

“The food chopper that I bought 
the other day is certainly a necessity. 
Never realized how useful one would 
be until I got mine.” 

“Jack brought me home a new 
kind of a mop he saw the other day. 
Now isn’t that just too dear of him? 
And a fireless cooker close at hand, 
is—but not quite!” 

“Mother dropped in to-day and 


brought me some metal polish that 
she got at Blank’s. It certainly did 
make my kitchen sink shine like the 
North Star. Must get bottle for 
Bess when I am downtown again.” 
Then a large sign should be made 
to be either suspended from the 
ceiling or else put in the front of the 
window. It should be worded some- 
thing like this: “Pages from a Hap- 
py Wife’s Diary.” A sign of this 
kind is sure to arrest attention. 


Reading matter continued on page 88 
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MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats and 
wrought specialties. 
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GARAGE SETS 
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ye. Jones builds a garage 
for the car he bought last 
month, he is going up against a 
problem of buying hardware to 
hang the door. Jones doesn’t 
know much about hardware and 
little about doors, except that they 
are necessary. Can you do any- 
thing for him except guess at his 
hardware requirements when he 
comes into your store? 


Here is a booklet, ““McKinney 
Garage Door Sets,” that enables 
ou to put some helpful service 
into the selling of garage door 
hardware. 


Every page is a story of a 
garage entrance—swinging, slid- 
ing-folding or around-the-corner 
doors that are particularly adapted 
to various space conditions and 
entrance widths. And each page 
pictures and describes the neces- 


Your Customers Will Appreciate This Booklet 


sary hardware to properly hang 
the door for which it was made. 


And the hardware—it comes 
boxed, ready to hand out across 
the counter without any vexing 
work of assembling each separate 
item. You profit in time saved 
on each sale. You profit in the 
fine service you render your cus- 
tomers in helping them select a 
good, practical, fool-proof en- 
trance. 


Write today for this booklet. 
Tie it to your counter. Lead 
tor customers to this booklet. 

elp them choose an entrance 
that fits their needs. You will 
find them thankful for the infor- 
mation they get from the booklet. 
And then sell them good hard- 
ware, McKinney made, neatly 
packed in a box, without a piece 
missing. 


McKINNEY MANUFACTURING COMPANY, PittssurcGH 


Western Office, Wrigley Bldg., Chicago 


Export Representation 


MCKINNEY 


Complete Garage Door Sets 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Pneumatic Seat Increases Auto 


Comfort 


The Goodrich Pneumatic Auto Seat, made 
by the B. F. Goodrich Rubber Co., Akron, 
Chio, is an application of the air cushion to 
automobile use. The new air seat is 














claimed to absorb jolts and bumps and to 
increase the comforts of automobiling. It 
is adjustable to the rider’s comfort, and as 
little or as much air used as is desired. Jt 
may be inflated without the use of a pump. 
The seat has a heavy rubber lining encased 
in tough, rubber-covered upholstering that 
resembles leather. A desirable feature of 
the cushion is the fact that it may be de- 
flated, rolled up and carried as a pillow for 
camp use, and also as a life preserver in a 
canoe or boat. When deflated, the seat 
occupies a very small space. 


Electric Windshield Cleaner Eco- 
nomical in Operation 

Easily installed, the E. A. Electric Wind- 

shield Cleaner, made by the E. A. Labora- 

tories, Inc., Myrtle Avenue and Spencer 

Street, Brooklyn, N. Y., is said to be effi- 

cient in operation. The device does not 














affect the driver’s vision and requires a 
minimum of current consumption and does 
not interfere with the electrical equipment 
whatever. Neither will it affect the effi- 
ciency of batteries or motor. 


Clotheslines Can’t Tangle on New 
Pulley Bracket 


A new device of interest to tenement and 
apartment house dwellers who are using 
pulley lines for drying clothes, and to all 
people who use clothes reels and pulley 
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lines, is the Kant-Tangle Clothesline Pul- 
ley Bracket manufactured by the Cavicchi 
Manufacturing Co., P. O. 48, Quincy, Mass. 
The bracket consists of a length of chan- 
neled steel to which is riveted heavy steel 
staples, and attached to the staples are two 
galvanized pulleys. One of these brackets 
can be attached to a pole or other object 
and the other to piazza or window from 
which the pulley line is operated. As the 
clothesline is passed over the top pulley, 
and through the bottom pulley back to the 


operating end of the line, the distance be- 
tween the double line allows the clothes to 
swing freely in any wind without any 
danger of becoming tangled or twisted 
with the lines, or of being knocked from 
the line to the ground, 


Gun Searchlight Attachment for 
Night Shooting 


‘Lite-Site, recently placed on the mar- 
ket by the Light Sight Products Corp., 
Warren, Pa., is an ingenius searchlight 
designed for night shooting and other pur- 
poses where a concentrated, far-reaching 
light is required. It throws a beam of 
light 400 ft., the size of the spot being 
entirely under the control of the hunter. 
The new light is equipped with an attach- 
ment, known as the Lite-Site Universal 
Clamp, by means of which it may be used 
on all sizes of rifle and gun barrels, in- 
cluding double barreled shotguns of all 
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gages. The attachment is so adjusted as 
to cause a rifle bullet to strike in the dead 
center of the spot illuminated. A feature 
of the lamp is its usefulness as a means of 
camp illumination, and when the head is 
removed the bulb is said to be of sufficient 
strength to render all other form of light- 
ing unnecessary. The lamp is also useful 
to automobilists. 


Ash Tray Has Novel Cleaning 
Feature 
The Ever-Kleene Ash Tray just placed 
on the market by the Congress Sales Co., 
12 Pearl Street, Boston, Mass., has a novel 
cleaning feature and should prove a popu- 














lar item. The ash tray is finished in 
statuary bronze, which is said to harmo- 
nize well with practically any kind of 
furniture finish and which does not tarn- 
ish. As may be seen from the illustration, 
the tray is equipped with two dumping 
slides, and it is said that cigarette and 
cigar stumps are extinguished by merely 
being dumped into the tray. Drafts from 
open windows or doors cannot blow ashes 
around the room. Two places are provided 
for holding lighted cigars or cigarettes, 
and the tray has a match lighter con- 
veniently located on the back of the slides. 


Combination Tire Carrier 
Designed to carry two tires, the Petry 
Twinlock, Jr., Tire Carrier, made by N. A. 
Petry Co., Inc., 328-334 N. Randolph St., 
Philadelphia, Pa., is a tire holder, license 
tag and rear light holder and a rear 
bumper combined. It is designed to carry 














two tires, and is claimed to afford safety 
from theft. The device is easily opened by 
means of a key. It is made of high-grade 
malleable iron castings with connecting 
steel rods. When in use the valve of the 
outer tire is inserted in the metal pocket 
of the top bracket of the carrier, which 
prevents access to the valve for the pur- 
pose of deflating the tire to remove it from 
a clincher rim if used. The lock is of 
cylinder pin tumbler type, permanently in- 
serted and part of the device. 
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chards Wilco 


Sliding Door 
Hardware 


Makes Floor Space 
Do Double Duty 


Churches, schools and other public build- 


ings are made far more useful to the com- 
munity when movable partitions are installed. 
In buildings so equipped, two or more small 
rooms may instantly be converted into one 
large room, making the same floor space do 


double duty. 


R-W Sliding Door Hardware has long been 
acknowledged the best for use in the installa- 
tion of movable partitions. Aided by our free 
dealer service, you can easily build up a profit- 
able business on this favorably known brand. 





For large openings, such as the one illus- 
trated, the R-W accordion’ door partition is 
most desirable. The doors operate smoothly, 
fold compactly against the wall when opened, 
and’ never stick or sag. 


For small openings the R-W. parallel door 
partition is recommended. In this: partition the 
doors slide parallel to each other, a separate A typical installation of Richards-Wilcox 
track being provided for each. Accordion Door Hardware 


_—_— 
\at dwar, 
ye tot Ao Our free service to dealers includes the furnishing of 
~ Nov! . illustrations, special plans and detailed instructions to’ your 
customers. Write today for full particulars of this business- 


Richards-Wileox Sliding Door Hardware may be obtained 
from any one of the branches listed below. 


ani. building service, as well as for a copy of Catalog A-17. 
) ened ay. 


for 
Vv 
o' 


Lop 


‘AURORA, ILLINOIS,U.S.A. 
New York 


Minneapotis Chicago Cleveland 
Philadelphia Boston St. Louis Indianapolis 
RICHARDS-WILCOX CANADIAN CO li 
Monuead 


S€idctite, — a 
Manufactured by Richards-Wilcox, a 
is the original sliding-folding garage : 


Oe 
door hardware. ag 
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oe Is the most widely imitated garage 
2 door hardware. “Imitation is the 


sincerest form of flattery.” 
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Carburetor Control Increases Ford 
Engine Efficiency 


The Ford Carburetor Control, made by 
the Imperial Brass Mfg. Co., 1200 West 
Harrison Street, Chicago, Ill., permits easy 
adjustment of the carburetor gas needle 
from the driver’s seat without reaching 
under the instrument board. The indicat- 
ing dial shows at a glance just how the 
needle is set. The control can be installed 
in a few minutes as no drilling or cutting 
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of the dash or instrument board is neces- 
sary. Only a pair of pliers, file and screw 
driver are needed. It can be applied to all 
open and closed types of Ford cars. Stand- 
ard package of ten. Weight, 6 lbs. Each 
control packed in an individual package. 
Weight, 7 oz. An attractive three-color dis- 
play card with model mounted on it in- 
cluded in each standard package. 


Card to Display Westinghouse 
Radio Equipment 
In order to enable the ‘display of its cur- 
rent meters for use in radio work the West- 
inghouse Electric & Mfg. Co., East Pitts- 
burgh, Pa., has devised the attractive card 
illustrated. This display board, which 


etetleplekseatiilaites 


allows the showing of three radio instru- 
ments, is printed in orange and black and 
makes a very striking appearance. The 
company is also distributing a folder, No. 
4471-A, entitled, “It Tells an Important 
Story,” designed to answer any queries on 
the part of prospective retail customers 
which may result from the use of this card. 
The folder describes the use of the instru- 
ments, and suggests the type necessary for 
various classes of radio reception. 


Improved Hemco Plug with Three 
Outlets 

George Richards & Co., 557 West Mon- 
roe St., Chicago, Ill., announce an addi- 
tion to the present Hemco line of plugs, 
made up of the Hemco Twin-Lite and 
Hemeo Tach-Lite plugs. This new item is 
called the Hemco Trip-Lite plug, and lists 
at $1.10. It has three outlets, all of which 
are threaded so that the Uno type of shade 
holder can screw directly on the threads. 
The clamp type of shade holders fasten 
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over the threaded ends of the plugs. The 
Hemco Trip-Lite is molded in one piece of 
Condensite. The manufacturers _ state 
that it will not crush if accidentally struck 
or dropped and also that it is unaffected by 
moisture and will burn the hottest elec- 
trical lamps without softening. It is com- 
paratively small, neat and attractive. It 
is made so that it will last indefinitely. 














Mail Box to Sell at Low Price 


The Patent Novelty Co., Fulton, IIl., an- 
nounces a new City Mail Box which was de- 
signed to retail at a low price. The new 
pattern, known as No. 10, is handsomely 
finished in a durable satin black enamel and 
has a name plate. This box is claimed by 














its manufacturers to be entirely waterproof 
and durable in construction, and should 
prove a popular item. In connection with 
the company’s Nos. 15 and 18, this new 
model completes a series that is designed to 
enable the merchant to meet the price and 
design requirements of his trade. 


Auto Signal Has Check on Dash- 
Board 

The Teltailite, manufactured by the Pot- 

ter Specialties Co., 140 North Dearborn 

Street, Chicago, Ill., is a coil and pilot light 

which is connected in the wiring system of 














any automobile stop signal, and which in- 
dicates at the dash whether or not the 
signal is working. The device is very 
easily installed, and may also be used to 
indicate whether or not the tail light is 
burning. 
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Bolt Locks Prevent Turning 


The C. R. & S. Carriage Bolt Steel Locks, 
made by Fred H. Thompson, 223 West Jack- 
son Boulevard, Chicago, Ill., are designed 
to securely lock and hold the bolt. The 
locks are made in one size only, but will 
fit any diameter of bolt and the steel jaws 
are claimed to absolutely prevent turning. 
One pair of locks is required for each bolt, 
these being placed on both sides of the 
bolt under the head. A few strokes of a 
hammer or wrench will force the locks into 














the wood and the tightening of the nut then 
locks the bolt into the jaws. 


Display Stand for Morco Wrenches 

The Moore Drop Forging Co., Spring- 
field, Mass., is offering a new attractive 
counter display stand, holding 3 Morco 
Wrenches (sizes 6-8-10 in.). This display 
is lithographed in five colors. It is made 
of 28 gage iron, with lugs punched for 


/\ 


STILLSON 
WRENCHES 














holding the wrenches, which may be taken 
off and examined by customers. 


Non-Slip Pads for Ford Pedals 


The Surety Extension Pedal Pad, made 
by the Grant Auto Appliance Co., 315 5S. 
Clinton Street, Chicago, Ill., is a device 
for widening Ford pedals and providing a 
rubber pad to prevent the foot from slip- 
ping. The pedal pad is said to be con- 











structed of high-grade rubber and heavy 
steel, and the guard at the side insures 4 
firm, comfortable foothold. The pads are 
easily installed, a screw driver being the 
only tool required. A set includes two @X- 
tension pedals and a plain pad for the re- 
verse pedal, 
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Everybody Will Sift Ashes 
And Save Coal This Winte 


At the high prices coal is 
commanding, you won't have 
to urge people to buy an ash- 


shifter—just show them the 


GIBRALTAR 


(As Strong as Its Name) 


Metallic Ash Sifter 


The Gibraltar sifts right—separates all the un- 
burned coal from the ashes. 





It is the best constructed and strongest ash sifter 
on the market—made to last longest. 





It has a Special Steel Clamp and is absolutely 
Rust-Proof—no chance to break like the old-fashioned 


wood-box sieve. 








And the price is so reasonable that everybody 
wants one. They reach you in perfect condition as 
shown nested 4 Doz. in a crate. 


Don’t delay ordering your supply. 


We will mail a SAMPLE and quote prices to any 
dealer upon request. 


THE GIBRALTAR METALLIC ASH SIFTER CO. 
1412 Erie Street Utica, N. Y. 
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Notes of the Retail Hardware Trade 














CAMDEN, ALA.—The Matthews Hard- 
ware Co. has recently completed its 
new store. The building is thoroughly 
modern in every respect. 

HUNTSVILLE, ALA.—Joseph H. Sitz 
and E. R. Hall have organized a con- 
cern to be known as the Hall & Sitz 
Hardware Co., and opened a store here. 
A general hardware business will be 
conducted, specializing on shelf hard- 
ware, builders’ hardware and farm 
implements. 

GRASS VALLEY, CAL.—The Alpha 
Hardware & Supply Co., doing both a 
wholesale and retail hardware busi- 
ness, has recently suffered a fire loss. 

SAN FRANCISCO, CAL.—The Fillmore 
Hardware Co., 1824 Fillmore Street, 
has succeeded to the business of S. E 
Ellis. Catalogs requested on the fol- 
lowing: bathroom fixtures, builders’ 
hardware, clocks and watches, cutlery, 
electrical supplies, flashlights, house- 
furnishings, oils and greases, paints, 
oils and varnishes, plumbing depart- 
ment, sporting goods and stoves and 
ranges, 

SUSANVILLE, CaL.—The Hallowell 
Hardware Co. has leased new quarters 
to give it facilities for carrying in- 
creased stock. All new fixtures have 
been installed, and a line of radio 
equipment added. 

St, PETERSBURG, FLA.—The Campbell 
Hardware Co. has established itself in 
business here to deal in barn equip- 
ment, bathroom fixtures, builders’ hard- 
ware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, flashlights, fishing tackle, garage 
hardware, guns and ammunitions, 
harness, heavy hardware, housefur- 
nishings, mechanics’ tools, paints, oils 
and varnishes, prepared roofing, pumps, 
rope and twine, seeds and fertilizers, 
silverware, sporting goods and stoves 
and ranges. Catalogs requested. 

LAFAYETTE, IND.—The hardware and 
implement stock of the Jamison Bros. 
Co. was recently damaged by fire. 


ScorrsBuRG, INp.—Cravens Bros. 
have commenced business here to deal in 
automobile accessories, barn equipment, 
bathroom fixtures, bicycles, builders’ 
hardware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, dairy supplies, electrical special- 
ties, electrical supplies, flashlights, fish- 
ing tackle, furnaces, garage hardware, 
gasoline, glass, guns and ammunitions, 
hammocks and swings, harness, heavy 
hardware, marine hardware, mechantcs’ 
tools, mill supplies, oils and greuses, 
paints, oils and varnishes, picnic equip- 
ment, plumbing department, poultry 
supplies, prepared roofing, pumps, radio 
equipment, refrigerators, rope and 
twine, seeds and fertilizers, shoe find- 
ings, silverware, sporting goods, stoves 
and ranges, tin shop, toys, games and 
washing machines. Catalogs requested 
on a general line of hardware. 

AvuBuURN, ME.—The Elms Hardware 
Co. has purchased a hardware business 
here. Its stock is both wholesale and 
retail. The new owner will remodel 
the store. 

Boston, Mass.—The National Blade 


Service, Inc., 18 State Street, has been 
incorporated to do both a wholesale 
and retail business in the following, 
on which catalogs are requested: Clocks 
and watches, cutlery, flashlights, foun- 
tain pens, radio equipment, silverware, 
sporting goods and toys and games. 
The capital stock is $20,000. 

GREENFIELD, MAss.—Joel M. Stearns 
has sold his interest in the partnership 
of the F. I, Webster-Stearns Hardware 
Co. Two years ago Mr. Stearns estab- 
lished a store in Brattleboro, Vt., which 
was consolidated with the Webster, 
Greenfield branch several months ago. 

MONTEREY, MINN.—Oscar Wester- 
dahl, who has added a hardware stock 
to his implement line, requests catalogs 
on both items. 

WitLcox, NeEs.—Robert Zulauf, suc- 
cessor to J. M. Zulauf, requests cata- 
logs. 

MEREDITH, N. H.—J. R. Jacobs, who 
formerly conducted a general store at 
North Thetford, Vt., has bought the 
stock of J. W. Beede & Co. Mr. Jacobs 
will carry a line of hardware. 

New York, N. Y.—Charles Kramer, 
15 Audubon Avenue, requests catalogs 
on builders’ hardware, electrical sup- 
plies, heavy hardware, mechanics’ tools 
and plumbing supplies. 

THOMASVILLE, N. C.—The Teague 
Hardware Co., wholesaler and retailer, 
is purchaser of the Farmers’ Supply 
Co. stock. 

CLAIRTON, PA.—The Clairton Hard- 
ware Co., who has purchased a hard- 
ware business here, requests catalogs 
on tools and radio equipment. 

St. Marys, Pa.—Herbstritt Bros., 211 
Brusselles Street, request catalogs on 
a general line of hardware and plumb- 
ing supplies. 

WuITEwoop, S. D.—E. H. Hufendick, 
new owner of the Walter E. James 
stock, requests catalogs on a@ general 
line of hardware. 

BELL BUCKLE, TENN.—Roy Freeman 
has added a stock of electrical goods, 
and requests catalogs on a general line 
of hardware. 

MEMPHIS, TENN.—The Church Hard- 
ware & Furniture Co., 251 McLemore 
Avenue is successor to the Koen-Church 
Hardware & Furniture Co. 

HAMILTON, TEx.—J. M. Williams has 
opened a store here, dealing in the fol- 
lowing, on which he requests catalogs: 
builders’ hardware, crockery and glass- 
ware, cutlery, dairy supplies, flash- 
lights, fountain pens, fishing tackle, 
furnaces, garage hardware, guns and 
ammunitions, hammocks and_ swings, 
harness, heavy hardware, musical in- 
struments, picnic equipment, sporting 
goods, stoves, ranges and washing ma- 
chines. 

Houston, TeEx.—The C. L. Bering 
Co., carrying sporting goods and a 
general line of hardware, has moved 
to 709 Travis Street. 

RUTLAND, VT.—O. H. Coolidge & Co., 
5 Merchants Row, has taken over the 
Bucklin sporting goods stock. 

WALLA WALLA, WASH.—H. S. Fender 
& Son have opened a store at 20 North 


Third Street. A branch store is also 
operated at Prescott. 

MARCELINE, Mo.—Henry Brown has 
sold his stock to the Pendleton Hard- 
ware Co. A line of cream separators, 
seeds and twine has been added, and 
catalogs. are requested on electric 
washers and vacuum cleaners. 

OpeEssA., Mo.—A. Rothgeb, who has 
succeeded to the business of Weidman 
Bros., requests catalogs on the follow- 
ing items: Automobile accessories, barn 
equipment, bathroom fixtures, bicycles, 
builders’ hardware, building paper, 
clocks and watches, cutlery, dairy sup- 
plies, dynamite, electrical specialties, 
electrical supplies, flashlights, fountain 
pens, fishing tackle, furnaces, garage 
hardware, guns and ammunition, 
hammocks and swings, harness, heavy 
hardware, incubators, insecticides, 
housefurnishings, linoleum and_ oil- 
cloth, luggage (trunks, handbags), me- 
chanics’ tools, mill supplies, oils and 
greases, paints, oils and varnishes, 
plumbing department, poultry supplies, 
prepared roofing, pumps, radio equip- 
ment, rope and twine, shoe findings, 
silverware, sporting goods, stoves and 
ranges, tin shop, washing machines and 
wall paper. 

DAYTON, OHIO.—H. W. DeWeese has 
commenced business at 1406 North 
Main Street. He requests catalogs on 
a general line of hardware. 

PRINEVILLE, OrE.—The Central 
Oregon Hardware Co. has increased its 
capital stock from $5,000 to $10,000. 
Catalogs requested on automobile ac- 
cessories, automobile tires, auto stor- 
age batteries, barn equipment, bath- 
room fixtures, bicycles, builders’ hard- 
ware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, dairy supplies, dynamite, elec- 
trical specialties, electrical supplies, 
flashlights, fountain pens, fishing 
tackle, furnaces, garage hardware, 
gasoline, gasoline engines, glass, guns 
and ammunition, hammocks and 
swings, harness, heavy hardware, in- 
cubators, insecticides, housefurnish- 
ings, linoleum and oilcloth, luggage 
(trunks, handbags), marine hardware, 
mechanics tools, mill supplies, musical 
instruments, oils and greases, paints, 
oils and varnishes, picnic equipment, 
phonographs, plumbing department, 
poultry supplies, prepared roofing, 
pumps, radio equipment, refrigerators, 
rope and twine, seeds and fertilizers, 
shoe findings, silverware, sporting 
goods, stoves and ranges, tin shop, toys 
and games, vulcanizing department, 
washing machines and wall paper. 

OKMULGEE, OKLA. — The Colvin- 
Decker has opened a store at 405-407 
East Sixth Street with a stock of barn 
equipment, builders’ hardware, crock- 
ery and glassware, cutlery, dairy sup- 
plies, fishing tackle, garage hardware, 
guns and ammunition, harness, heavy 
hardware, mechanics’ tools, oils and 
greases, paints, oils and varnishes, 
poultry supplies, prepared roofing, re- 
frigerators, rope and twine, seeds an 
fertilizers, shoe findings, silverware, 
sporting goods, stoves and ranges, toys 
and games and washing machines. 





